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LIAMA Study Shows Progress In 
Service To Orphan Policyholders 


The “self-assumed ethical obligation” of life companies to the orphan policy- 
holder meets in practice with nagging difficulties. For one thing, arranging a 
regular procedure by which agents receive and follow up on assigned cases 
is a costly and time-consuming business. It is often difficult to get the gen- 
eral agent or manager to give up what might be a good prospect. Above all, if 
agents habitually ignore their own insured, the orphans are certain to hear 
from the insurer only at premium notice time. 

In an effort to shed light on the problem, LIAMA questioned 21 representa- 
tive life companies on their solutions, if any. Four of these companies reported 
no home office activity in this area at present. The other results of the in- 


quiry are reported below. 


Appended to the report are detailed outlines of the programs of Mutual Life 
of New York, Home Life of New York, and Continental Assurance. They are 
covered in a separate article in this issue, starting on page 7. 


The orphan problem can be divided 
into two major components. First is 
the continuous assignment of every 
policy-owner during the life of his 
policies to a company representative. 
Second is the reasonable assurance 
that the representative will actually 
communicate with the orphan. The 
first is relatively easily accomplished 
in cases where an agent leaves the 
business: the manager simply assigns 
his clients to other agents. 

When an agent changes companies, 
however, unique problems are created 
which bring into conflict the loyalties 
of the policy-owner to the agent and 
company and the obligations that the 
agent and his former company have to 
the policy-owner. In addition, there 


Gulf-Life & Casualty 
Merger Plan Ended 


The board of Gulf Life has voted to 
terminate all consideration of the 
merger of Gulf Life and Life & Cas- 
ualty. 

“The audits and studies of both 
companies have been completed and 
the committees of both companies met 
in session August 14,” M. S. Niehaus, 
president of Gulf, stated in a report 
to stockholders. 

“The Gulf Life board of directors, in 
session Aug. 15, passed a resolution 
that consideration of a merger shall 
now cease and that all negotiations be 
terminated. Further, that the study 
committee is relieved from any further 
consideration of such merger. The 
resolution also stated that the best 
interests of the policyholders and 
stockholders would not be served by 
such a merger.” 

The resolution was introduced by 
Loper B. Lowry, vice-president and 
assistant to the president. Mr. Lowry 
has opposed the merger, and led the 
Successful battle in the Florida state 
legislature to pass a bill blocking the 
merger. The bill requires that three- 
fourths of the stockholders and two- 
thirds of the directors of a domestic 
company approve of a merger involv- 
ing an out-of-state company. 

_ The Murchisons of Dallas have con- 
siderable holdings in both of these 
companies. They prepared for a mer- 
ger by selling a part of their Gulf 
holdings to Life & Casualty last year. 
They are reported to own about 24% 
. _ & Casualty and about 12% of 





may be problems in determining 
whether a transfer of records is pos- 
sible or desirable. Only one company 
addressed itself directly to this prob- 
lem in its reply (see outline of Home 
Life’s program). 

When by changing residence the 
policy-owner becomes ‘a “self-created” 
orphan, special difficulties may arise 
in the form of reluctance of the origin- 
al agent or agency manager to relin- 

(CONTINUED ON PAGE 16) 


Only Small Ordinary 
Sales Gain In July 
And 7-Month Period 


July ordinary sales amounted to 
$4,268,000,000, an increase of only 
$107 million, and for the first seven 
months of the year were $30,453,000,- 
000, a gain of $142 million, according 
to LIAMA. Total sales for July reached 
$6,125,000,000, a decline of $19 million, 
and for the seven-month period were 
$44,929,000,000, up $2,653,000,000. 

Ordinary figures include $303 mil- 
lion in 1961 and $433 million in 1960 
in individual polices written on groups 
of persons during the first seven 
months of the year. 

Group sales in July totaled $1,268,- 
000,000, down $157 million, and in the 
seven months reached $10,311,000,000, 
a $2,462,000,000 increase. Group -fig- 
ures include new groups set up and 
additional coverage written on amen- 
ded group contracts already in force. 

July industrial sales were $589 mil- 
lion, up $31 million, and in the seven 
months amounted to $4,165,000,000, a 
gain of $49 million. 





Nw Ohio Blue Cross Is 
Allowed 19.5% Rate Hike 
Superintendent Stowell of Ohio 


has approved a Blue Cross insurance 
rate increase of 19.5% for 12 counties 
in northwestern Ohio. Hospital Serv- 
ice Assn. of Toledo had sought a 22.3% 
increase for 488,680 subscribers in the 
area. Mr. Stowell estimated the in- 
crease will provide $2,855,000 addi- 
tional annual income, about $407,000 
less than requested. A spokesman for 
Blue Cross said the action would pro- 
bably carry the group through the 
next two years of rising hospital costs. 


TOTAL STANDS AT 1,457 


Only 14 More U. S. 
Life Insurers Doing 
Business At Mid-’61 


At midyear 1961 there were 1,457 
United States legal reserve life com- 
panies with a total of more than 118 
million policyholders, according to In- 
stitute of Life Insurance in its annual 
survey of life companies reported by 
the departments of the 50 states and 
the District of Columbia. The total 
represents an increase of 14 compan- 
ies more than were reported last year 
at the same time and more than 
double the number doing business 10 
years ago. 

Of the total, only about 1% do busi- 
ness nationally, a fact which points up 
the regional concentration of a major 
portion of the companies, the institute 
said. 


Greatest Number Cited 


“For instance, in the past 15 years 
the greatest number of new compan- 
ies have been established in the south 
and southwest, where the growth in 
population has outpaced other sections 
of the nation,” the institute explained. 

The increase of 14 companies from 
midyear 1960 to midyear 1961 is the 
smallest boost over a 12-month span 
in recent years. In 1955, for example, 
there were 1,108 companies at year 
end and a year later, year end 1956, 
there were 1,192. After that, the 
growth picture looked like this: 1,274 
at year end 1957, 1,367 at the close of 
1958, 1,428 in 1959 and 1,455 in 1960. 

The largest growth in the number 
of life companies doing business oc- 
curred in the 1950-55 period, when 
458 companies were added to the roles 
over a five-year span. From the be- 
ginning of the century to mid-century 
the five-year increase was paced con- 
siderably slower. In 1900 there were 
84 companies doing business and by 
year end 1905 there were 126. In five- 
year intervals, the number of compan- 
ies grew to 284, 295, 335, 379, 438, 444, 
until the close of 1945 when there 
were 473. 

Life insurance companies today are 

(CONTINUED ON PAGE 23) 





Rep. Curtis Hits 
Federal Charters 


For Life Insurers 


Says Decision Should Be 
On Quality Of State Rule, 
Not Monetary Policy Basis 


WASHINGTON—Rep. Curtis of 
Missouri took a strong stand against 
the proposal for optional federal char- 
ters for life companies in his com- 
ments at the hearings conducted by 
the joint congressional economic com- 
mittee on the various proposals of the 
commission on money and credit of the 
Committee for Economic Develop- 
ment. 

The commission’s proposal for op- 
tional federal charters was being dis- 
cussed by a commission member, J. 
Irwin Miller, chairman of* Cummins 
Engine Co. of Columbus, Ind. His pres- 
entation followed closely the portion 
of the commission report covered in 
THE NATIONAL UNDERWRITER of July 29. 


Varying Arguments 


Rep. Curtis said if there were to be 
a discussion on the advisability of fed- 
eral regulation of life companies, it 
should be on the basis of whether or 
not it would be superior to the state 
variety. He said an argument could be 
made for regulating insurance feder- 
ally, although he was opposed to it. 
However, in any event he opposed the 
commission’s approach to federal reg- 
ulation, which is based mainly on pro- 
viding greater freedom of investment 
opportunity than is permitted under 
the laws of some states. The committee 
particularly opposed laws like the 
Robertson law of Texas, which force 
insurers to invest a percentage of re- 
serves on insurance on the lives of 
state residents as a condition of being 
allowed to do business there. 

Rep. Curtis, who in addition to be- 
ing on the joint economic committee 
is a member of the House ways and 
means committee and headed its life 
company taxation subcommittee sev- 

(CONTINUED ON PAGE 26) 








a 
so present during ceremonies in the governor’s office are 


Gov. Steve Mc- 
Nichols of Colora- 
do, second from 
right, presents 
proclamation de- 
signating Sept. 24- 
29 as “Life Insur- 
ance Week in Col- 
orado,” which will 
coincide with the 
annual convention 
of NALU in Den- 
ver. Receiving 
proclamation is 
NALU President 
William E. North, 
New York Life, 
Evanston, Ill. Al- 

John R. Hartley, 


Massachusetts Mutual, Denver, who is chairman of the Denver association’s 
convention committee, second from left, and Robert W. Frye, Northwestern 
Mutual, Denver, a NALU trustee and chairman of the national unit’s con- 


vention committee. 
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Graduate Of Harvard Business 
School Tells Fellow Alumni Why 
He Enjoys Being A Life Agent 


The satisfactions of being a career 
life agent were ably analyzed for a 
layman audience in a recent issue of 
the Harvard Business School Bulletin, 
the school’s publication for its alumni. 
Writer of the article is Norman M. 
Wallack of the class of 1948, an agent 
in Boston for New England Life. In 
the article, which follows, Mr. Wallack 
tells why, after careful consideration, 
he chose life insurance selling as a 
career and why he has found so much 
satisfaction in it. 


By NORMAN M. WALLACK 


Standard equipment for a B-School 
alumnus is a built-in image of the 
ideal HBS man: Keen, tough-minded 
analytical, imaginative, farsighted and 
resourceful. At the same time, most of 
us have a mental picture of a life 
insurance agent: Unimaginative, plod- 
ding, high-pressure, ill-informed, per- 
sistent and annoying. 

_ Given the clash between these two 
pictures, my Business School friends 
really raise an eyebrow when they 
find out that I am one of those “people 
with endurance—a man who sells in- 
surance.” There are very few graduate 
business school alumni in my end of 
the business, much less HBS types, 
though of course we have many alum- 
ni among the managerial personnel 
in the industry. So they immediately 
want to know how I ever ended up in 
such an occupation, and sit sadly ex- 
pecting some horror story of a mis- 
spent youth and wasted opportunities. 





Announce Agenda 
For NAIC Zone 4 


DES MOINES—The program for 
the zone 4 meeting of National Assn. 
of Insurance Commissioners to be held 
Sept. 24-26 at Milwaukee has been 
announced by the zone chairman, 
Commissioner William E. Timmons of 
Iowa. 

A special “Conflict of Interest” pan- 
el session will be held Sunday after- 
noon and a general discussion on the 
subject at the regular session on Mon- 
day afternoon. U. S. Senator Thomas 
J. Dodd of Connecticut will be the fea- 
tured speaker at the Monday lunch- 
eon. 

The sessions will be held at the 
Schroeder Hotel in Milwaukee. Reser- 
vations may be made through Sidney 
L. Horman, vice-president Time, 735 
North 5th Street, Milwaukee. 

The agenda calls for an executive 
session of the commissioners and their 
staffs early Sunday afternoon and an 
industry session on taxes at that time. 
The panel on conflict of interest will 
follow. 

Gov. Nelson of Wisconsin will give 
the address of welcome on Monday, 
with the morning session to take up 
recommendations of the examination 
committee on mortgage service fees; 
multiple peril policies and standard of 
ethics on claim practices. In the after- 
noon the group will take up destruc- 
tion of records; conflict of interests, 
and rights of the policyholder in a 
mutual company to freely nominate 
directors. 

Separate sessions will follow by 
casualty and A&S rate technicians, 
and on fire and allied lines. The Tues- 
day morning session will include a 
general and executive session with 
separate committee meetings. 


Actually, the facts bear no resemb- 
lance to their assumptions. I am in 
this business because I like it, because 
I chose it after trying several other 
types of work, because it offers all 
kinds of opportunities for ingenuity 
in developing special insurance pro- 
grams for particular companies and 
individuals. In so doing, I have come 
to the conclusion that business men 
are so sick and tired of life insurance 
salesmen that they are short-changing 
themselves by refusing to consider the 
many possibilities that modern life 
insurance contracts offer them, both 
in terms of their own estate problems 
and their company’s needs. But I‘ll 
come back to that later; first, the hows 
and, more especially, the whys of my 
entry into this business. 

When I was graduated from HBS, 
I was hired by a multi-plant soft 
goods manufacturer in the Midwest 
who offered me precisely the oppor- 
tunity I sought at the time. It was a 
large organization, consistently profit- 
able, run by a group of executives who 
were impressive in their accomplish- 
ments and personalities. The growth 

(CONTINUED ON PAGE 20) 


Prudential Will Buy 
Empire State Building 


NEW YORK—Prudential will be- 
come the owner of the Empire State 
Building under a leaseback arrange- 
ment with the present purchaser of the 
world’s tallest building. Prudential al- 
ready owns the land on which the 
building stands, having paid $17 mil- 
lion for it in 1951. 

Under the arrangement, Prudential 
will buy the building after the pur- 
chaser—Empire State Associates, an 
investment group headed by Lawrence 
A. Wien—takes title to it Dec. 27. Pru- 
dential, which is limited by law to an 
investment of $48 million in any one 
property, will acquire the $65 million 
building for only $29 million from Mr. 
Wein and his group and will then rent 
the building back to him for $3,220,000 
a year for the first 30 years of a 114- 
year lease. After that, at intervals of 20 
years, the rental will eventually drop 
to $1,610,000 annually. 

Prudential is selling the land to the 
Wien group for $17 million. The land 
and the building will then be resold to 
Prudential as a parcel. 

The low purchase price was made 
possible by the terms of the leaseback 
arrangement. 


Mutual Of Omaha Agents 
Elect Kershaw Assn. Head 


John F. Kershaw, general agent of 
Mutual Benefit H.&A. and United 
Benefit Life at Providence, R.I., was 
elected president of Eastern General 
Agents’ Assn. of the two companies 
at the annual meeting at Hershey, 
Pa. Mr. Kershaw succeeds Leo G. Mc- 
Manus, general agent at Pittsburgh. 





New Sparkle For ‘Flaming Torch’ 

Liberty Life & Accident of Muske- 
gon, Mich., has changed its “Flaming 
Torch” from a mimeographed to a 
printed publication, and is making it 
even more sales-directed than formerly. 
On occasion it will contain photographs 
or special reprints. The plan is to make 
more extensive use of pictures and in- 
crease the publication’s size. 


IAHU Spokesman 
Gives Alternatives 
To King Bill 


The federal government should 
launch a campaign by precept and 
promotion to encourage citizens in all 
walks—but especially those over 65— 
to avail themselves of good health in- 
surance coverage. This was the sug- 
gestion of Oakley Baskin, Mutual H. 
& A. associate general agent in Buf- 
falo, to the House ways and means 
committee in Washington. 

Mr. Baskin, a past president of In- 
ternational Assn. of Health Under- 
writers, appeared as spokesman for 
the organization. Hearings were on 
the King bill, which would implement 
the Kennedy administration’s pro- 
gram of social security tax increases 
to finance health care benefits for 
the over 65 population. 

A wide range of voluntary cover- 
ages, through insurance companies 
and such plans as Blue Cross-Blue 
Shield are available to the aged, Mr. 
Baskin said. Some of the millions of 
dollars the government spends on 
pamphlets and other educational pro- 
grams might be channelled into a 
campaign to help educate the pub- 
lic on ownership of health insurance, 
he added. 

Speaking in opposition to the King 
bill, he pointed out the current prob- 
lem of health care for the aged was 
being and would be met by voluntary 
coverage and the provisions of the 
Kerr-Mills social security amend- 
ments of last year. As the present 
working force moves toward retire- 
ment, it will be protected by post- 
retirement voluntary programs to a 
greater and greater degree. 


First Pyramid Life Holds 
Rally For Leading Agents 


First Pyramid Life honored its lead- 
ing agents at a convention at Edgewater 
Gulf Hotel, Edgewater Park, Miss., 
Aug. 17-20. The gathering was high- 
lighted by business meetings, seminars, 
an awards luncheon, a managers and 
general agents meeting and was cli- 
maxed by the president’s banquet and 
ball. The 50 couples attending also 
visited various points of interest of the 
Mississippi Gulf Coast. At the awards 
luncheon, among those receiving spe- 
cial recognition were Col. S. P. Kret- 
low of Columbus Ga., for winning the 
outstanding agency award for 1960 and 
R. A. Walters, Springdale Ark., man 
of the year. 
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List Tex. Educator, 
R. B. Coolidge As Key 
CLU Denver Speakers 


BRYN MAWR, PA—Chancellor 
Harry H. Ransom of University of 
Texas will be the speaker at the 
American College conferment dinner 
Sept. 27 during the NALU annual con- 
vention at Denver, and Robert B. Cool- 
idge, senior vice-president of Aetna 
Life, will address the annual break- 
fast meeting of the American Society 
of CLU, also on Sept. 27. 

Chancellor Ransom heads the ninth 
largest U.S. institution of higher edu- 
cation and has been a faculty member 
there since 1935, having started as a 
part-time instructor in English. His 
principal field of research is copyright 
law, and the university in 1956 pub- 
lished his definitive study of the first 
copyright statute. 

At the exercises preceding the con- 
ferment address, American College will 
award CLU and CLU associate desig- 
nations and the diploma in agency 
management to about 1,075 persons. It 
is expected that nearly one-third of 
them will be present for the exercises, 
Other guests will include members of 
the class of 1936, which is the current 
25-year class, and American College 
and American Society officers, trustees 
and directors. 

During the breakfast meeting, elec- 
tion results for 1961-62 officers will be 
announced, and Lillian G. Hogue, New 
York Life, Detroit, American Society 
president, will receive the president's 
plaque and a silver pitcher. Several 
hundred members are expected to be 
on hand. Candidates who are to re- 
ceive their CLU _ designations _ that 
evening are also invited as_ special 
guests of the society. Prior to the 
meeting, the Rocky Mountain CLU 
chapter will sponsor a “coffee corral” 
for those attending the breakfast. 





Crestview, Fla., Assn. 
Formed; Officers Elected 


Life agents at Crestview, Fla. have 
formed the Crestview Assn. of Life 
Underwriters. Officers are Floyd L 
Perrett, manager Liberty National 
Life, president; Henry L. Reeves, 
manager Independent Life & Acci- 
dent, vice-president; J. Louis Noles, 
superintendent at large Independent 
Life & Accident, secretary-treasuref, 
and Jack E. Bonifay, associate. mana- 
ger Liberty National Life, national 
committeeman. 








A tide in the affairs of men: An Independence (Kan.) news photon 
caught this picture of nonchalance in the face of disaster as summer ants 
ters of the Elk River half-submerged a Prudential billboard. 
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GENERAL AGENTS MEET IN SAN FRANCISCO 





200 National Life Of Vermont Leaders At 
Honolulu Agents Educational Conference 


Gov. William F. 
Quinn of Hawaii, 
left, places the tra- 
ditional welcome 
lei on the should- 
ers of Deane C. 
Davis, president of 
National Life of 
Vermont, at the 
opening of the ~ 
company’s annual 
agents educational 
conference in Hon- ; 
olulu. Another re- 
cipient of the floral 
garlands is Bert J. 
Kimura, head of 
National’s new 
general agency at 
Honolulu, which 
was host to the 





agents, home office officials and guests attending the meeting. 


Some 200 National Life of Vermont 
production leaders were on hand to 
hear Deane C. Davis, president, de- 
clare at the company’s annual educa- 
tion conference in Honolulu that Na- 
tional intends to be in the vanguard of 
the life insurance industry’s crusade 
against the writing of replacement in- 
surance. Mr. Davis’ speech, in which he 
outlined what the company will do to 
tighten its rules on the issuance of 
policies to replace existing coverage, 
was reported in last week’s issue of 
THE NATIONAL UNDERWRITER. 

Earlier in the week National Life of 
Vermont’s general agents association 
met in San Francisco. 

L. Douglas Meredith, executive vice- 
president, in a speech at the Honolulu 
conference, declared that the individual 
in modern society tends to place too 
great a reliance on goverment to solve 
his problems rather than assume the 
responsibility for the solutions which 
rightly is his. In contrast, Mr. Meredith 
said, life insurance has played and will 
continue to play a major and invalu- 
able part in the prudent exercise of 
accepting responsibility. He described 
an adequate cash value life insurance 
program as the only fundamental way 
that an individual—‘the keystone of 
society”—can so readily and complete- 
ly fulfill his responsibility to himself 
and society. 

Gov. William F. Quinn of Hawaii, 
in his welcoming address, stressed the 
part that life insurance plays in per- 
sonal, community and national secur- 


ity. Speaking on a panel on sales prob- 
lems, John W. Baker, Philadelphia, 
said that he had found service to be his 
best method of selling new policies. No 
sale really comes easy, he said, “but 
prospecting certainly does when the 
right amount of service has been 
done.” 

He reported that the majority of his 
big sales this year has come from 
two sources—referrals from clients for 
whom he has done a thorough job of 
service and from clients themselves 
who were pleased with the service he 
gave them. 

David M. Boardman, Burlington, Vt., 
another panel speaker, said that the 
difference between the successful life 
agent and the mediocre one is that 
the successful man takes a common 
idea and does it uncommonly well. 
Both men have the same sources of 
ideas, information and knowledge. 

The third panel participant, Joseph 
B. Rosner, Troy, N.Y., discussed the 
several factors which have helped 
him multiply his average annual vol- 
ume and annual premium, among 
which he included an improved and 
more confident telephone technique, 
better presentation of trust and estate 
analyses and proper record keeping. 

E. Price Ripley, Roanoke, Va., in a 
discussion of the four major areas of 
an agent’s responsibility, said, con- 
cerning his responsibility to the pub- 
lic, that life insurance should always 
be sold on a needs basis. The public, 
he said, pays the bills “and will always 
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decide our future.” 

Other areas of responsibility out- 
lined by Mr. Ripley were to the com- 
pany, to the general agent and to the 
agent himself. 

A two-scene play on estate plann- 
ing, written, directed and produced by 
H. Edsel Hughes, home office under- 
writer, dramatized the value of ade- 
quately planned and funded estate 
and business insurance. 

The second in the company’s busi- 
ness insurance book series, ‘Profes- 
sional Partnership Purchase Plans,” 
was introduced by Robert H. Henn- 
ings, agents training director. The vol- 
ume was written by Alden Guild, at- 
torney, in collaboration with President 
Davis and David F. Hoxie, associate 
counsel. 

The balance of the five-day educa- 
tional meeting was given over to 
speeches and panel discussions by 
other field and home office personnel. 


San Francisco Meeting 


At the general agents association 
meeting at San Francisco earlier in 
the week, two general agencies—the 
‘Dillon agency at Atlanta and the 
Rich agency at New York—having 
tied for production leader honors, 
were both presented with the presi- 
dent’s trophy by Mr. Davis. A tie also 
existed in the runner-up spot and 
Clyde R. Welman, agency vice-presi- 
dent, presented the president’s award 
to the Baggott agency at Seattle and 
the Haseltine agency at Cleveland. 

Philip F. Hodes, New York, retiring 
association president, was presented 
with an engraved silver tray by Presi- 
dent Davis. Joseph R. Blum, Omaha, 
was advanced from vice-president to 
president of the association. Howard 
M. Goodwin, Bangor, Me., was elected 
vice-president and William J. Cooper, 
Louisville, was named _§ secretary- 
treasurer. 


Russell Speaks Twice 


During the four-day meeting of 
some 100 general agents, Dr. G. Hugh 
Russell, Atlanta business management 
psychologist and a consultant for Na- 
tional Life of Vermont, addressed the 
group on two occasions. In one speech 
titled “Fears, Frustrations and Frigid- 
ity,” Dr. Russell said that helping 
others to overcome fears, to become 
better salesmen, for example, requires 
genuineness as a person, being one’s 
self. Further, people need the indivi- 
dual, tailor-made creative help of their 
executives. And general agents, he 
said, have one of the most powerful 
tools to be effective movers of people— 
a combination of self-insight, work 
they believe in and a healthy supply of 
coverage. 

In his second talk, “So What’s the 
Problem?” Dr. Russell said that per- 
haps the commonest reason for failing 
to find an adequate, workable solution 
is that the specific problem is not 
clearly stated. The clarity may be hard 
to reach for a number of reasons, in- 
cluding considering a problem as a 
single one when it may be a series of 
related ones, a constant change in the 
problem and one’s behavior standards. 

The best solution also is hard to find 
for these and for other reasons, among 
which would be included overlooking 
some causes of the problem, not 
enough help from others involved and 
not wanting to recognize the best so- 
lution, Dr. Russell said. Language is 
exceedingly inexact in describing 
people and problems. A word can 
mean different things to different 
people. Thus, he reiterated, a solution 
to any problem is not far away when 
a problem is clearly and accurately 
stated. 
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NIA’s 4lst Annual 
Convention Slated 
For Washington, D. C. 





Among the top-flight speakers lineq 
up for the 4lst annual convention of 
National Insurance Assn. next week 
(Aug. 30-Sept. 1) at Washington, 
D.C., are Lester O. Schriver, managing 
director NALU, Robert C. Weaver, ad- 
ministrator U. S. Housing and Home 
Finance Agency, and Hickman Price 
Jr., assistant secretary for domestic 
affairs, U.S. Department of Commerce, 

More than 600 delegates are ex- 
pected to attend the meeting, which 
will be presided over by Virgil L. Har- 
ris, president Protective Industrial of 
Birmingham, and the association’s cur- 
rent president. The theme of the three- 
day meeting will be “Expanding Our 
Services in Today’s Economy.” 

Theodore A. Jones, vice-president- 
comptroller Supreme Life of Chicago, 
and 1st vice-president NIA, will deli- 
ver the keynote address during the 
opening general session. 

A symposium, “The Negro’s Con- 
tribution to the American Economy,” 
will be moderated by W. J. Kennedy 
III, convention chairman. Particip- 
ants and their topics are Sherman §£, 
Broscoe, U. S, Department of Agricul- 
ture (agriculture); George L. B 
Weaver, U.S. Department of Labor 
(labor); Leroy W. Jefferies, Johnson 
Publishing Co. (general business), and 
Norman O. Houston, president Golden 
State Mutual (insurance). 

A panel, “A Comprehensive Review 
and Discussion of Life Insurance Con- 
solidations, Mergers, and Reinsuring 
Agreements,”. will have as panelists 
L. R. Taylor, NIA vice-president, and 
actuary Mammoth Life & Accident, 
“The Actuarial Problems Involved in 
Consolidations and Mergers;” G. Stev- 
ens Marchman, president-executive 
director Miramac Foundation, “The 
Financial Aspects of Mergers and Con- 
solidations,” and Mr. Houston, “The 

(CONTINUED ON PAGE 26) 


Up To $100,000 Payable 
Under Mutual Of N.Y. 


Accidental Death Policy 

NEW YORK—Mutual of New York 
has begun issuing the new accident 
policy that it announced last May but 
which has been awaiting approval in 
various states until now. It is especial- 
ly designed for business men who do 
a lot of traveling. It can provide up to 
$100,000 coverage for passenger travel 
in a common carrier—airplane, train, 
bus or even a taxi. 

The plan, called the Executive Tra- 
vel accident policy, is written in four 
basic accidental death benefit amounts 
ranging from $10,000 to $25,000. 

Quadruple death benefit coverage is 
provided for common-carrier accidents, 
double for private automobile travel as 
a driver or passenger, and the face 
amount for non-travel accidents. 

Some one other than the insured— 
the wife of a businessman, for exam- 
ple—may purchase the policy and be 
designated the beneficiary and ownet. 
This would keep the proceeds of the 
policy out of the insured’s gross estate 
where federal estate taxes would be 
applied. 

The policy will not be sold in Canada 
and triple rather than quadruple bene- 
fits for common-carrier accidents will 
be paid to Californians to comply with 
laws in their state. 

Full benefits—including double and 
quadruple indemnity—are provided for 
the accidental loss of two or more 
limbs or both eyes, as well as fo 
accidental death. 
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Agents & Brokers... 
now open for your clients 
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FLEXIBLE GROUP 


COVERAGES IN: 

LIFE INSURANCE + HOSPITAL 
MEDICAL-SURGICAL 
MAJOR MEDICAL 
LONG TERM DISABILITY INCOME 
CANCER AND DREAD DISEASE 
TRAVEL ACCIDENT +» ACCIDENT 
% 


A NEW 

APPROACH 10 

— EMPLOYEE BENEFITS 
| THAT PAYS 
IMMEDIATE 
DIVIDENDS 

IN GREATER LOYALTY 


Broad New Coverage, and High Limit 
A D & D Group Plans Through 
VOLUNTARY PAYROLL DEDUCTION 


A number of years ago, our Company pioneered in the development of All Risk 
Voluntary Group Accident Coverage for key employees of corporations. Coverage 
included Accidental Death, Dismemberment and Permanent Total Disablement 
in sums ranging from $10,000 to $250,000. 


We were the first domestic insurance market to provide our Brokers with this 
broad type of coverage for their corporate clients, without the limitations usu- 
ally imposed. 


We also pioneered in the writing of payroll deduction voluntary accident insur- 
ance programs. Our Brokers have more than doubled their volume each year with 
this vital new employee benefit which employers can provide at little or no cost 
to the corporation. Participation by eligible employees usually averages 80% or 
more with monthly payroll deductions. 


Because of our experience and the specialists we have developed, we are in a posi- 
tion to give the very best counsel and sales assistance to our Brokers. If you would 
like to increase your volume in corporation business, we will be glad to show you 
how our specialized know-how can help you do it. We hope to hear from you soon. 


For further information call or write: 
GROUP AND SPECIAL RISK DIVISIONS 


Mac Arthur 


Bankers Life and Casualty Company 
Home Office 





Dubuque Fire & Marine Insurance Company 


Branch Office 


4444 West Lawrence Avenue - Chicago 30, Illinois - Phone SPring 7-7000 
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Tex. Legal Reserve 
Officials Assn. Elects 
C. C. Yost President 


Extension of support to insurance 
education, election of new officers and 
special honors were mingled with 
speeches at the annual convention of 
Texas Legal Reserve Officials Assn. at 
Houston. 

Cc. C. Yost, senior vice-president 
Union Bankers of Dallas, was elected 
president. 

Other new officers are Sam T. Cobb, 
Coleman Life of Coleman, 1st vice- 
president; William H. Delaney, Old 
National of Houston, 2nd vice-presi- 
dent, and D. J. Hundahl Jr., National 
Security Life & Accident, Dallas, sec- 
retary. 

Newly elected board members are 
Daniel Hruska, Capital National Life 
of Houston, J. W. Littrell, Colonial 
American Life of Corpus Christi, R. L 
Claxton, Standard Reserve of Gaines- 
ville, and R. O. Stringer, Ideal Life of 
Kirbyville. 

TLROA voted a resolution of com- 
mendation to University of Texas’s 
insurance department and John S. 


FieNATIONAL UNDERWRITER 


Bickley, department chairman, for 
planning “an expanded and compre- 
hensive program of training future in- 
surance leaders in Texas.” Financial 
support, including two $500 scholar- 
ships, was voted by the association to 
assist in the program. 

A silver service for outstanding 
service to the industry and to TLROA 
was presented to Mac Roy Rasor, 
former TLROA executive secretary, 
and Mrs. Rasor. Mr. Rasor was execu- 
tive secretary from 1955 until April of 
this year. 

In convention speeches, the execu- 
tives heard a call to build better pub- 
lic relations for the industry, warnings 
on the effects of intense competition 
for volume selling and a comparison 
of the American life insurance indus- 
try with its counterpart in Western 
Germany. 

Thomas C. Ferguson, chairman of 
the Texas Board, emphasized the vast 
gulf between fact and popular con- 
ception of what the insurance indus- 
try is and how it operates. 

As an example of this gulf of mis- 
understanding, Mr. Ferguson said the 
board had received letters from per- 
sons who thought their life insurance 














Young man with high potential. And a growing 
paycheck. Not big enough yet for all the permanent 
protection he needs. But it will be someday. 


In the meantime, he needs a big chunk of protection. 


You can supply it. With Change-Easy Term. 


Here’s coverage he can afford now. Later, when his 
budget isn’t so tight, you may convert him to life- 


long insurance. 


Occidental advertising (in Time and Sports 
Illustrated) is pre-selling this young man, and 
millions like him, on this sound way for him to 
become protection rich, not insurance poor. 


Make sense to him? Ask him and see. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 


Know A Prospect Like This? 





premiums would go up because of the 
recent hike in auto insurance rates. 
“TI would like,” he said, “to help others 
see you as I have had an opportunity 
to do and form the same high opinion 
for you that I have formed from my 
experience.” 

He called on all segments of the in- 
dustry to join in efforts to create in 
the minds of the public a more accur- 
ate image of the insurance industry 
as one of active and faithful service. 

Three growing dangers developing 
out of today’s life insurance selling 
trends were cited by Benjamin N. 
Woodson, president American General 
Life. Mr. Woodson is also vice-presi- 
dent of Texas Life Convention and 
officially represented that organiza- 
tion at the TLROA meeting. 

The three problems, said Mr. Wood- 
son, are the declining premium per 
thousand; diminishing profit margins, 
and the increasing number of buyers 
being persuaded to replace one insur- 
ance policy with another. 


First Area Noted 


In the first area, he noted that 
companies are selling more term in- 
surance, less endowment. He urged 
that insurance men re-kindle their 
own and the public’s appreciation for 
the merits of permanent-type, cash- 
value insurance. The second category, 
he observed, results from the indus- 
try’s cutting its prices in the face of 
rising costs. He said the drop in premi- 
ums seems to be outrunning improved 
mortality. In the third area, he ad- 
vocated that all companies put the 
policyholder’s interest first and never 
be a party to persuading a buyer to 
trade in an old policy on a new one. 
The arithmetic used to bring about 
such exchanges is deceitful, he de- 
clared. 

The life insurance industry in West- 
ern Germany is more similar than dis- 
similar to that in the United States, 
said Dr. Carl A. von Thaden, presently 
director of medical underwriting for 
Munich American Reassurance of At- 
lanta, Ga. 


Private Insurance Illegal 


But on the other side of the line in 
East Germany, it is a different story, 
according to Dr. von Thaden. Private 
insurance is illegal in East Germany, 
he said, but even if it were not, the 
East Germans have too low a standard 
of living to be able to afford premiums. 

In West Germany, he said, persons 
above a certain income bracket may 
elect either to participate in national 
Social Security or buy private insur- 
ance. One considerable incentive for 
insurance buying, he said, is the fact 
that life insurance premiums, up to 
a certain amount, are deductible from 
the individual’s income tax. 

Other speakers included Thomas 
Robinson, executive vice-president 
Munich American Reassurance, who 
discussed “The Relationship of the 
Direct Writing Company and Its Re- 
insurer” and the Rev. William P. 
Deatherage, pastor of Second Christian 
Church, Houston, who spoke on “The 
Greater Life.” 


PBMI Has Good First Halt 

New life insurance written by Pro- 
fessional & Business Men’s Ins. Co. of 
Dallas and Denver during the first 
half of 1961 totaled a record $17 mil- 
lion for a 29% gain over the same 
period last year. Annualized premium 
income from new life reached approx- 
imately $550,000. Through reinsurance 
earlier this year of PBMI of Denver, 
the company has grown during 1961 
from life in force of about $160 million 
to more than $240 million. 
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Lexington Life Assn. 
Lauds Mass. Mutual Cn 


Franchise, Group Stand 

Lexington (Ky.) Assn. of Life Un- 
derwriters has adopted a resolution on 
group or franchise cover for associ- 
ations of individuals commending 
Massachusetts Mutual Life for not ac- 
cepting cases involving this type of 
business as of April 4, 1961. The as. 
sociation’s resolution reads in part: 

“Lexington Kentucky Assn. of Life 
Underwriters heartily approves, com- 
mends, and thanks the officers and 
agency staff of this company on. its 
decision and further hopes that this 
will set a precedent for all other life 
insurance companies to follow, and we 
urge all local and state organizations 
to take similar steps in approving this 
principle.” (The life insurer was not 
mentioned by name but as a “major 
life company.’’) 

The resolution also included the 
Lexington association’s decision to for- 
ward copies of the resolution to the 
NALU board, officers, committee 
chairmen and members and ask that 
the national association forward copies 
to each member company of American 
Life Convention, Life Insurance Assn, 
and LIAMA. The resolution also called 
for copies to be sent to all trade 
journals. 


Outline Reasons 


In the covering letter from the as- 
sociation to THE NATIONAL UNpkr- 
WRITER it was pointed out: “This is the 
first time a company has taken a 
reverse stand on franchise or group; 
of associations of individuals . . . . The 
effect of issuing these persons ‘ade- 
quate’ coverage through association 
groups has had a de-moralizing effect 
on many an agent. In many instances, 
these franchises have put life agents 
out of business. 

“Believe it or not, through a local, a 
state, a group of states, a special field, 
a regional, a national group (all of the 
same profession), an individual paying 
dues to each of these groups can—in 
the case of life insurance—get at least 
$120,000 of term coverage ($20,000 for 
each group if state law permits, in 
which case most of the 50 do—and 
many go even higher). This same dup- 
lication applies to A&sS.” 


LIAMA Training Directors 
Hold Meeting At Fargo 


Seventeen training directors repre- 
senting 13 life insurance companies 
attended the two-day summer meeting 
of North Central Training Directors at 
the home office of Pioneer Mutual Life. 
The group is a sub-division of the com- 
mittee on education and training of 
LIAMA. The north central area in- 
cludes Minnesota, North Dakota, South 
Dakota, Nebraska and Colorado. 

Topics discussed included general 
agent and manager training follow-up, 
the new man’s first week, motivating 
the man, the organized sales presenta- 
tion, audio-visual in recruiting, 
sales promotion ideas that work. The 
spring meeting is scheduled for Feb. 
7-9, 1962, at the home office of Secul- 
ity L.&A., Denver. 


Ministers L.&C. Union Results 

Insurance written by Ministers L. & 
C. Union of Minneapolis the first si 
months was more than double the fits 
six months last year. The first-half & 
tal for 1961 was $10,713,611, bringins 
the in-force figure to more than 
million. 
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IN LIAMA REPORT: 





LIFE INSURANCE EDITION 


Three Companies Give Details Of 
Orphan Policyholder Programs 


Detailed outlines of three orphan 

policyholder programs, published by 

as a part of its study of the 

chronic problem of neglected insured, 

are set forth below. The main body 

of the LIAMA report appears else- 
where in this issue. 


Mutual “Of N.Y. 


Leads are developed in each agency 
py one of the clerical staff who is 
trained in this function. They are as- 
signed to agents participating in the 
company’s orphan policy-owner pro- 
gram, agents generally in their second 
through fifth year who have been 
specifically trained in policy-owner 
service selling. (Except in special cir- 
cumstances, no orphan leads are as- 
signed to agents with less than one 
year’s experience. ) 

An agent is assigned a stipulated 
number of leads each month. To con- 
tinue in the program, he must accept 
these leads. If at any time the num- 
ber of leads in his possession exceeds 
20, he must put on deposit a $1 re- 
turnable fee for each lead in excess 
of that number. He either deposits 
the dollar or drops out of the pro- 
gram. If he fails to make an accept- 
able report back on any such lead by 
the end of the current year, he for- 
feits the lead and the deposit. The 
report is made to the agent’s super- 
visor and must show whether he in- 
terviewed the orphan policy-owner 
and, if not, why not. 


How Insured Become Orphans 


Policy-owners orphaned by the sell- 
ing agent’s termination, transfer, etc., 
all fall under the program. Policy- 
owners orphaned by change of resi- 
dence are also funneled into the pro- 
gram whenever possible; there may, 
however, be exceptions. 

The company is generally well sa- 
tistied with the operation of the plan. 
However, two specific difficulties are 
mentioned: 

—As part of the interview the agent 
explains to the policyholder his cash 
value and dividend accumulations. 
This information is furnished in most 
instances by the agency office, which 
involves extra work and _ initially 
created some administrative prob- 
lems. 

—Accurate reporting of results. Al- 
though the company has a “charge 
for leads” to assist in tracing results 
accurately, it appears that some of 
the orphan business obtained is still 
unreported. 

The director of conservation is part 
of the merchandising staff of the sales 
department and is responsible for the 
company’s orphan policyholder pro- 
gram and conservation program. One 
addition was made to the clerical staff 
in the home office to assist in the 
administration of the program. 

In addition, the company uses some 
of its management trainees to visit 
agencies and stimulate activity in the 
program. 


Home Life Of N.Y. 


The company has devoted special 
attention to the problem of orphans 
created by change in residence, al- 
though there is also a standard pro- 


cedure for dealing with orphans 
created by the agent’s termination. 

Orphans created by the agent’s ter- 
mination: The manager sends a let- 
ter to the client of the terminated 
field underwriter advising that the 


company will continue to offer service 
through another agent. In lieu of this 
letter, a personal call may be made by 
the agent provided contact is made 
within a few weeks. If contact is 
not to be made until the annual re- 
view date, the letter is required. 

This procedure is followed when 
the agent is not remaining in the 
business. 

Where the termination agent is 
staying in the life insurance business, 
the company writes a different letter 
offering its continued service but per- 
mitting the client to elect to have his 


7 


insurance affairs handled by the ter- 
minated agent. Before turning over 
the client file information to the ter- 
minated field underwriter, the com- 
pany requires a form signed by the 
client releasing the company of any 
responsibility for continuing service 
(except as it applies to a particular 
policy in force). : 

In either case, the manager reports 
to the home office to indicate his 
agency’s plan for following up the or- 
phan clients of the terminated agent. 

Orphans created by change in resi- 
dence: Where a policy-owner is or- 
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MINNESOTA MUTUAL LIFE 


Renew 
Your Faith! 


During recent years the Life Insurance Industry has com- 
placently stood by while policyowners and prospects were 
being persuaded to “‘rent’”’ their Life Insurance, buy Level or 
Decreasing Term, or even drop that which they already own. 


It seemed to us at Minnesota Mutual Life that it was time 
to renew faith in our product by setting forth once more all 
the real values that make an Insurance Contract ‘‘good prop- 
erty for all, the only property for most, the best property 
for many.” 


We compiled an impressive list of such values—into a con- 
venient folder entitled ‘‘50 Features of Your Life Insurance 
Contract.” It is a constant reminder to our Field Force, and 
a strong sales tool as well. 


Now, to help you to again carry the Life Insurance Banner 
high, we make this folder available to any life insurance man, 
regardless of company affiliation, for his personal use. 


Use the coupon below to request one or 
any number of copies. We ask only that 
you reimburse us for printing and 
mailing as stated in the coupon. 
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phaned by having changed his resi- 
dence, the procedure starts off with 
an address change notification. It is 
the responsibility of each manager to 
assign someone to follow up promptly 
on each notification he receives. The 
company does not make an automatic 
change of collections, but automatic 
notification of address change does 
stimulate early contact and has con- 
siderably increased the number of col- 
lection changes experienced in the 
past year since adoption of the auto- 
matic notice. 


The company does not have any 
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GROW WITH CLU 


The CLU movement is growing... and those who hold the 
designation are growing, too. 


HieNATIONAL UNDERWRITER 


formalized pressures or _ incentives 
to assure that an agent will follow up 
promptly on an assigned orphan case, 
but most managers have their own re- 
quired reporting system with a time 
limit. If contact is not made within 
the time limit, the orphan case is re- 
turned, and new cases are not gen- 
erally given until there is evidence 
that the others have been acted on. 
There are no _ service fees trans- 
ferred, but new business. written 
on the client is, of course, given to 
the man who has taken over the 
orphan whether he is a terminated 


s 


-», 


agent’s client or an _ address- 
change orphan. 

The company’s program has aimed 
at breaking down reluctance to trans- 
fer cases by giving active clients in 
exchange for those who have moved 
out of the area. Although no attempt 
is made to see that an equal number 
of cases are exchanged, the agent is 
urged to consider that the numbers 
should average out over time and 
that even one good case is better than 
five cases that he can have little hope 
of contacting effectively. 

One way the company has overcome 











For Example: 


@ Last year 813 received CLU designations, an 
18% increase over the previous year. 


























@ A total of 442 study classes met in 211 cities 
during the 1959-60 academic year. 

@ In June 1960, 6773 candidates took 8,499 
examinations at 186 university centers. 

@ CLUs are highly successful income-wise, with a 
median annual income of nearly $20,000. 

@ CLUs produce about 50% more business than 


comparable non-CLUs. 


@ The American College of Life Underwriters 
this year completed Huebner Hall, its new 
headquarters (shown above) at Bryn Mawr, 


Pennsylvania. 


CLU study can increase the life underwriter’s comprehension 
of the economic, social and technical aspects of life insurance 
...his convictions about the product he is selling... his 
confidence in his approach to prospective clients. 

If you have not started your CLU studies, talk with your 
general agent or manager, or write to Dean Herbert C. 
Graebner, American College of Life Underwriters, Bryn Mawr 
Avenue, Bryn Mawr, Pennsylvania. 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD 
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reluctance to call on orphans has 
been to initiate several programs that 
are specifically designed for calls on 
old policy-owners; such as, the col- 
lege paid-for-rider, the guaranteed 
insurability option, and the term addi- 
tions option. 

No one person is in charge of the 
orphan policy-owner program; the 
sales department generally has been 
responsible for developing and carry- 
ing out the program. 

The company reports an increase in 
the amount of business received from 
old policy-owners and is certain that 
part of the increase is attributed to 
the more careful cultivation of its 
orphans. 

Comments On Results 

The company comments on its re- 
sults as follows: 

“We keep accurate records as to the 
reported business obtained through 
this program. There is no question 
that it has proved beneficial, not only 
as a source of additional quality 
business for the company, but a large 
number of agents have used this pro- 
gram to upgrade their markets and 
to increase their earnings. 

“In addition, many policyholders 
have commented favorably on the kind 
of service sales interview we conduct. 
They appreciate someone from the 
company reviewing their insurance 
program with them.” 


Continental Assurance 

To develop orphan leads, the com- 
pany periodically has its electronic 
data processing unit run quadrupli- 
cate forms representing policy-own- 
ers in a specified area not currently 
serviced by active agents in the area. 

The first copy is sent to the ori- 
ginal general agent seeking his per- 
mission to reassign his orphan policy- 
holder to an agent who can service it 
more conveniently. When his affirma- 
tive reply is received in the home 
office, two copies are sent to the new 
general agent for servicing the in- 
sured (one for the general agent’s 
file and one for the soliciting agent to 
whom he assigns the case). The last 
copy is filed in the home office for re- 
cording results upon reply from the 
new agent assigned. This applies only 
when the original general agent is 
active. 

If the original general agent has 
been terminated, the first copy is 
thrown away and the second and third 
copies are sent immediately to the 
new general agent. The fourth copy, 
once again, is set for follow-up. 

If the general agent’s reply is “no” 
for reassignment and if a very defi- 
nite, satisfactory reason is given, the 
remaining three copies are pulled and 
discarded. 

Next, a form letter is sent to the 
insured explaining the reason for re- 
assignment and giving the name and 
address of the new servicing agency. 
This letter is sent by the Policy Lead 
Bureau upon reply from the new 
general agent assigned or within thir- 
ty days of the date the lead was sent 
to him. Furthermore, if there is no 
sign that the policy-owner has not 
been contacted within thirty days, the 
company sends an inquiry as to the 
reason. Thus there is some pressure 
put upon the new agency to make 
contact with the insured. 


RATE 
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SPECIALISTS 


tHe KLOPP co. 
10th & Douglas - Omaha, Nebr. - 342-4955 
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MORE SPEAKERS FOR MEETING ARE ANNOUNCED 





Colo. Life Insurance Week To 
Salute NALU Denver Convention 


Gov. MecNichols of Colorado has is- 
sued an executive order designating 
Sept. 24-29 as Life Insurance Week in 
the state. Observance of this event will 
coincide with the annual convention of 
National Assn. of Life Underwriters in 
Denver. Gov. McNichols signed his 
order in the presence of NALU Presi- 
dent William E. North, NALU Trustee 
Robert W. Frye, Northwestern Mutual, 
Denver, chairman of the 1961 conven- 
tion committee, and John R. Hartley, 
general agent of Massachusetts Mutual 
and chairman of the Denver associa- 
tion’s convention committee. 

In his proclamation, the governor 
urged all citizens of Colorado to “avail 
themselves of this opportunity to learn 
more about life insurance and what it 
can do for them, especially taking this 
occasion to see that it is so arranged as 
to be of utmost value to the benefici- 
aries.” He lauded the institution of life 
insurance for its contributions to the 
great social and economic changes that 
have marked “our personal and na- 
tional development,” and praised the 
Colorado Assn. of Life Underwriters 
for its role in informing the public of 
the many and broad aspects of life 
insurance. 

Coincidentally, NALU and General 
Agents & Managers Conference an- 
nounced the names of additional 
speakers for the convention. 


Kansas City Mayor To Speak 


The final speaker to be announced 
for the Sept. 28 morning general con- 
vention program is Mayor H. Roe Bar- 
tle of Kansas City, who has addressed 
many national and local organizations 
and whose addresses “are replete with 
wholesome humor and philosophy,” 
according to the NALU announcement. 

Speaker for the Women Leaders 
Round Table dinner Tuesday evening, 
Sept. 26, will be Charles R. Tyson, who 
was elected president of Penn Mutual 
Life earlier this year. His subject will 
be “Tough Bosses.” 

Four widely known agency officers 
will participate in a panel discussion 
on “What’s Happening in the Market- 
Place.” This will take place during the 
agents forum, Tuesday evening, Sept. 
25, at the Denver Hilton Hotel, under 
the auspices of the NALU committee 
on agents activities, headed by Joseph 
B. Davis, agent of Home Life of New 
York at Detroit and a trustee of NALU. 

The panelists will be: 

Rufus E. Fort Jr., vice-president in 
charge of field research, planning and 
ee of National Life & Acci- 
ent. 

Dean W. Jeffers, vice-president in 
charge of sales of Nationwide. 

Sayre MacLeod, vice-president of 
ordinary agencies of Prudential. 

Robert E. Templin, director of agen- 
cies of Northwestern Mutual Life. 

Forum moderator will be Burkett W. 
Huey, managing director of LIAMA. 
Mr. Davis will act as chairman. 


Departs From Past Pattern 


“In the past, NALU agents forums 
have been devoted to close examina- 
tion of specific areas of selling or to 
specific problems directly related to 
the environment in which we sell,” 
said Mr. Davis in announcing the panel 
lineup. “This year, however, we are 
taking a long, hard look at the broad 
Picture of life insurance merchandising 
through the eyes of four knowledgeable 


and influential agency executives in 
the hope that we can gain clearer un- 
derstanding of trends and develop- 
ments in our business that directly 
affect the career life underwriter.” 

Lester O. Schriver, executive vice- 
president of NALU, and Judd C. Ben- 
son, manager for Union Central Life 
at Cincinnati, complete the list of 
speakers for the GAMC program dur- 
ing the NALU meeting. Mr. Schriver’s 
appearance will be one of his last 
while serving as executive vice-presi- 
dent of NALU. 

“We have asked Mr. Schriver to 
address us on this occasion, the 10th 
anniversary of GAMC, because of his 
long record of devotion to life under- 
writing and agency management,” said 
L. Kent Babcock Jr., Aetna Life, Phil- 
adelphia, GAMC program chairman. 
“We believe him to be one of the more 


qualified men to discuss the influence 
on the industry that field management 
has in relation to leadership, direction 
and obligation.” 

Mr. Benson is a former chairman of 
GAMC and a past president of NALU. 
He heads one of his company’s leading 
agencies and has for many years 
served on institutional committees and 
boards. He has spoken extensively on 
agency management subjects before 
industry organizations, his own com- 
pany and many agencies of other com- 
panies. 


Western Life Makes Final 


Move From Helena Offices 
The final shutdown of the Heléna 
offices of Western Life was Aug. 17 
and the last contingent of Western 
employes will arrive at the home office 
in St. Paul Aug. 22. Arrangements 
have been made to welcome them and 
orient them in their new location. 
Another Premium Volume Up 
Federal Life & Casualty Company 
reports a premium volume of $8,724,- 
350 for the first six months, an increase 


Mabel Criss Gives 
Medical Center To 
Creighton University 


An impressive gift of undisclosed 
size has been made for erection of a 
new medical center at Creighton Uni- 
versity of Omaha by Mrs. Mabel L. 
Criss, widow of Dr. C. C. Criss, founder 
of Mutual Benefit Life. Dr. Criss was a 
1912 graduate of Creighton Univer-— 
sity’s school of medicine. 

The gift was termed “by far the 
largest ever made to Creighton,” by 
the Very Rev. Carl M. Reinert, uni- 
versity president. 

Although plans are still on the 
drawing boards, it is hoped that con- 
struction can begin sometime in 1962. 
The proposed site will be on the Hill- 
top campus. 

The center will contain research and 
office facilities, an out-patient de- 
partment, a classroom-laboratory 
building, and the school of pharmacy. 





of $531,207 over the same period last 
year. Total life premiums collected 
were up 16% and total A&S premiums 
2%. 
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THE BIGGEST ‘‘LITTLE BOOK” IN LIFE INSURANCE! 


Look at the tremendous scope of this outstanding book! 
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and that’s not all 


1. The Supplement contains all the latest information on Social Security, National Service 
Life Insurance, Servicemen’s and Veterans’ Benefits and Federal Income, Estate and 


2. The R & R READY REFERENCE POCKET MANUAL is alphabetically arranged, and cross- 
indexed for instant reference! You can find what you need in seconds! 


Special Note: Whenever we publish a new edition of the Pocket Manual, orders come in 
faster than our printer can get the books to us. To avoid waiting, order at once! 


PRICES—Single copy, $3.85; 2-9 copies, $3.73 each; 10-49 copies, $3.63 each; 
50-99 copies, $3.55 each; 100-249 copies, $3.50 each; 250 or more, $3.45 each. 
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FieNATIONAL UNDERWRITER 


Home Office Changes 


Metropolitan Life 

William A. Berridge, recently retired 
economist of the company, has been 
retained as a consulting economist on 
a part-time basis. 

Mr. Berridge has long been active 
on insurance industry committees 
studying fiscal policies and investment 
research. He has also served as an ad- 








visor to the Federal Reserve System, 
U. S. Department of Commerce, Cen- 
sus Bureau, National Bureau of Eco- 
nomic Research and the Committee 
for Economic Development. 

Among the professional associations 
which he has served as_ president, 
chairman or a vice-president are the 
Market Research Council, Conference 


of Business Economists, American Fi- 
nance and Statistical associations and 
the Metropolitan New York Economic 
Assn. He is a member of the council of 
the Harvard Foundation for Advanced 
Study and Research. 

In his retirement, Mr. Berridge will 
make his permanent home in South 
Egremont, Mass. 


United States Life 


John P. Truesdell has been appointed 
training consultant. He was an in- 


dependent broker at Huntington, N.Y., 
until 1951, when he became Brooklyn 


HALLMARK — 
OF THE MASTER CRAFTSMAN 





... the key earned and pridefully 
worn by the Chartered Life Under- 


writer. 


The Equitable Life of Iowa 
heartily supports this professional 
training program. The value of the 
attainment of this goal by the ca- 
reer man cannot be overestimated. 
It insures the completeness of his 
service to his clients and his value 


to his company. 
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manager for Hartford Life. He is a 
CLU. 

John M. Walker has been named as- 
sistant superintendent of agencies in 
the A&S division. He began in the 
business six years ago with Monarch 
Life. 


Mutual Benefit Life 
Robert Shapiro 
has been put in 
charge of a new 
pension sales unit, 
which will coordi- 
nate activities of 
the agency and 
group field force in 
developing pension 
business. His title 
will be director of 
pension sales. He 
has been director 
Robert Shapiro of ger op ee 
Assisting Mr, 
Shapiro will be William A. Logan, in 
charge of individual policy pension 
business, and Edward J. Gaudette, in 
charge of group pension business. Both 
men will hold the title of assistant to 
the director of pension sales. 





American United 
George H. Rieger has been named 
pension sales and service manager for 
the group department. He has been in 
the business five years, most recently 
in the group pension field. 


State Life, Indiana 


Edward E. 
Thomas has been 
appointed supervi- 
sor of agencies. He 
was previously 
with Union Cen- 
tral Life at Phila- 
delphia as assist- 
ant agency man- 
ager. Prior to that 
he served five 
years as assistant 
manager of train- 
ing for American 
United Life at In- 
dianapolis. Before that he had experi- 
ence with the Manufacturers Life and 
New England Life. 





Edward E. Thomas 


John Hancock 
John D. Goethel has been made as- 
sociate counsel. He joined the company 
in 1956 as an attorney and was made 
assistant counsel in 1957. 


Old South Life 


G. L. Carter has 
been named agen- 
cy vice-president. 
He was formerly 
with Penn Mutual 
Life. In addition to 
the agency devel- 
opment program 
of Old South, his 
duties include res- 
ponsibility of ov- 
er-all sales efforts. 





G. L. Carter 


Lincoln National 
Ian M. Rolland has been named as- 
sistant actuary and four others have 
been advanced to actuarial assistants: 
D. J. Evans, John T. Glass, Joseph F. 
Sullivan and T. E. Smalley. 


Pacific National 
Alan K. Peterson has been named 
assistant actuary. In 1946, he became 
assistant actuary of a life company, 
and in 1956 he moved to San Fral- 
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cisco as resident manager for Harry 
Tressel & Assoc., an actuarial consult- 
ing firm. In 1958, he became assistant 
actuary for Fireman’s Fund at the 
home office. 


Travelers 


Harvey J. Saf- 
feir, assistant ac- 
tuary, accident and 
group actuarial 
department, is now 
assistant secretary 
and has been 
transferred to the 
group department. 
He joined the com- 
pany in 1951 as an 
actuarial student. 
He is a fellow of 
Society of Actuar- 


Harvey J. Saffeir 


ies. 

Frank E. Walton, manager of the fire 
and marine agency department at 
Richmond, Va., has been named assist- 
ant superintendent of agencies, casual- 
ty-fire agency department. He has been 
supervisor, assistant manager and man- 
ager at Jacksonville, Fla., Orlando, and 
again Jacksonville, respectively. 


Manhattan Life 
J. Harold Flynn has been named 
general agent at Little Rock. He is a 
former vice-president and agency di- 
rector of American Life & Annuity of 
Little Rock. 


Life Of Pennsylvania 
William Frost has been appointed 
chairman of the newly-organized fi- 
nance committee. Mr. Frost is presi- 
dent of A. W. & W. M. Watson, New- 
town, Pa., lumber company. 


Fidelity Mutual Life 

ae John D. Hicks, 
treasurer, will re- 
tire Sept. Ist. He 
joined the compa- 
ny in 1922, and 
was appointed as- 
sistant comptroller 
in 1946 and treas- 
urer in 1951. He 
was a vice-presi- 
dent of Insurance 
& Statistical Assn. 
for several terms 
and has been ac- 
tive in New York 
Insurance Accountants Club. 





John D. Hicks 


American National 

Robert R. Kirkpatrick has been 
named assistant vice-president in the 
mortgage loan department. He has 
been an appraiser and manager of in- 
vestment real estate for the past 11 
years with the Mutual Benefit Life 
and prior to that he was with Pru- 
dential. 


Midwestern United Life 


Richard Wagner has been named 
agency secretary. He joined the com- 
pany in 1960 and was recently agency 
assistant. 


Lutheran Brotherhood 
Carl F. Granrud, president, has been 
appointed board chairman succeeding 
J. A. O. Preus, former governor of Min- 
nesota, deceased. 


Acacia Mutual 


Chadwell Hawkins has been pro- 
moted to 2nd vice-president and will 
be in charge of all of the company’s 
underwriting activities. He has been 
a member of the home office for more 
than 22 years. Dr. Albert Rigsbee, who 
joined the company in 1952, has been 
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named medical director. For the past 
eight years, he has been assistant med- 
ical director. Dr. Merwin Hummel has 
been promoted to associate medical di- 
rector. He too has been an assistant 
medical director. 


Hartford Life 


Garrison Lowe Jr., administrative 
consultant in the group department, 
has been made assistant secretary. 

Ivan G. Eagleson, a mortgage loan 
analyst, has been made assistant man- 
ager of the mortgage loan department. 

William J. Cahill, attorney, has been 
made assistant counsel. 


Nw National 
Dwayne Andreas, vice-president 
Farmers Union Grain Terminal Assn., 
has been named a director, succeed- 
ing Paul D. Grady, chairman Nation- 
wide Mutual Fire, who has resigned 
from the board. 


Equitable Society 
Bruce L. Roberts has been named 
assistant to President James F. Oates 
Jr., succeeding Raymond G. McCul- 
lough, who returns to his post as as- 





sociate group underwriter. Mr. Roberts 
has been editor of “Agency Items” and 
coordinator of community relations 
and special events in the press rela- 
tions division. Mr. Roberts (left) is 
shown in the above photo with Mr. 
Oates. 


Bankers Life, lowa 





O. T. Norvell Jr. 
has been named 
agency superin- 
tendent. He has 
been in the busi- 
ness since 1949. 


O. T. Norvell Jr. 


Standard Security Life 
Kenneth R. Hendra has been made 
assistant counsel. He was a contract 
supervisor of the A&H division of 
United States Life and before that at- 
torney with Fidelity & Casualty Co. 
and Great American Ins. Co. 


Republic National Life 
Wayne J. Hyde has been named as- 
sistant director of personnel. He joined 
the company in 1958 as personnel as- 
sistant. 
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Ks Record... 


Not A Boast 


CAC Has Designed More Different 
Kinds of Pension Plans Than 
Any Other Company 


Designing pension, profit sharing and special 
plans is a business in itself at CAC . . . handled 
by a broadly experienced and highly specialized 
department. 

Flexibility is the rule. Build the plan to fit the 
case. There is no “book” with rigid rules and reg- 
ulations. No two companies are exactly alike. 
No two plans are apt to be identical. 

An opportunity to show you unique, practical 
and flexible approaches to the best in pension and 
profit sharing plans is invited. 





CONTINENTAL ASSURANCE © 


Member Continental National Group, Chicago 4 


S501 
Anniversary 
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Stewart. Mr. Graesser joined the com- 
® pany in 1957 under a group sales 

Changes in The F ield training program and has served in 

the Chicago district group office since 
completing his training. 
General American sentative “ipa Minnesota ep and 
as regional group manager a icago . 

Willard H. Johnson has joined the for prea fi United Life. Mr. il West Coast Life 
company’s Chicago district group of- mett entered the business in 1956 and Walter R. McKee has been named 
fice in association with District Group has been associated with Provident SUPerintendent of agencies at Seattle 
Manager Thomas H. Stewart. Mark L.&A., Life & Casualty, and Mu- He was previously manager there. 

C. Hammett will work at Dallas with tual Benefit Life. Paul E. Graesser . ss 
District Group Manager Wallace L. has been promoted to the position of Franklin Life 
Wingfield. Mr. Johnson has been in assistant district group manager at Adam Vetter has been appointed 
the business since 1954 as a repre- Chicago. He, too, will work with Mr. general agent for Sangamon County, 











WHICH KEY OPENS MORE DOORS? The gold CLU key is an 
honored symbol of knowledge and service. It fits no lock, yet it unlocks 
many doors that might otherwise remain closed. MONY salutes those Field 
Underwriters who, through hard work and intensive study, have distin- 
guished themselves by the attainment of the coveted CLU designation. 





Mura 6- New York 


The Muiual Life Insurance Company Of New York, New York, N. Y. 
Sales and service offices located throughout the United States and in Canada 








FOR LIFE, HEALTH, GROUP INSURANCE, PENSION PLANS MONY TODAY MEANS MONEY TOMORROW! 
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Ill., with offices in the Franklin I ife 
Building at Springfield. 


United States Life 


Insurance Sur- 
vey Co. has been 
appointed general 
agent at Chicago. 
The agency was 
formed in 1957 by 
Robert E. Tremb- 
ley and Frank F. 
Berglund. It has 
specialized in sur- 
veying commercial 
and industrial 
firms and will 
continue as an all 
lines agency. F. Arnold Shaw 

F. Arnold Shaw has been made gen- 
eral agent in Bay City, Mich. Since 
1953, he has been an independent bro- 
ker at Bay City, and before that was 
with Paul Revere and Northwestern 
Mutual. 





Travelers 
Paul A. Robbins, manager at San- 
ta Ana, Calif., has been made manager 
at Long Beach, Calif. He joined the 
company in 1955 at Grand Rapids, 
Wayne E. Deswert manager at Tren- 





Paul A. Robbins Wayne E. Deswert 


ton, has been appointed Baltimore 
manager. He was assistant manager 
at Hackensack and before that was 
a field supervisor at Newark. 

Harold B. McElrath, manager at 
Long Beach, has been made special 
services consultant. He joined the 
company in 1933 at Los Angeles 
and was transferred to Long Beach 
in 1941. 

Robert C. Bridegum, assistant man- 
ager at Camden N. J., has been made 
manager at Trenton. 


Occidental Of Cal. 


Gordon Simpson has been named 
regional group manager at San Diego. 
Mr. Simpson, formerly associate re- 
gional group manager, has been six 
years at Los Angeles. He joined Oc- 
cidental as group sales representative 
in 1955, was promoted to assistant 
regional group manager in 1956 and 
to associate regional group manager 
in 1959. 

Robert Young has been transferred 
from San Diego to Long Beach as as- 
sociate regional group manager. He 
joined the company as group service 
representative at Los Angeles in 1953 
and subsequently transferred to sales 
at Philadelphia. He headed the New- 
ark sub-office as associate regional 
group manager from 1957 to 1959 and, 
since then, has been in charge of the 
San Diego office. 

Three additional promotions, one 
transfer and four appointments t0 
the group field force at Atlanta, Chi- 
cago, Los Angeles, Miami and Toronto 
were also announced. At Atlanta, John 
Schowe has become group sales re 
presentative, and ‘Robert Edmunds 
group sales trainee. At Chicago, Bel- 
jamin Cikanek and John Fazio have 
been named group service represel- 
tatives. At Los Angeles, Harman Har- 
rold has been promoted to group sales 
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representative and Ross Williams 
transferred from home office training 
to the field. At Miami, Philip Elmore 
nas advanced to group sales repre- 
sentative. At Toronto, Ronald Mills 
has been appointed group sales train- 


*. North Carolina branch office has 
been established in Charlotte. E. Kel- 
ly Bowman, with six years’ sales and 
administration experience, has been 
appointed branch manager. He recent- 
ly served as assistant manager at Pa- 
sadena after nearly two years in the 
home office agency administration 
department in Los Angeles. Formerly, 
he was with Prudential four years 
as an agent in Alhambra, Calif. 


Continental Assurance 


Leonard O’Sul- 
livan has been 
named to the new- 
ly-created post of 
New York City 
area manager for 
the retirement and 
special plans de- 
partment. He was 
with the pension 
department from 
1954 to 1959. 





Leonard O'Sullivan 


Connecticut General 


Albert J. Butler and Lawrence J. 
Higgins have been appointed assist- 
ant group managers at _ the John 
Sireet, New York City, office. Mr. But- 
ler has been assistant district group 
manager at Boston. Mr. Higgins has 
been a special group representative at 
New York. 

Frederick J. Schneider Jr., assist- 
ant group manager at Kansas City, 
has been appointed group manager at 





Conventions 


Aug. ~ ie 1, National Insurance Assn,. 
annual, Sheraton-Park Hotel, Washington, 
D.C. 


Sept. 17-20, International Claim Assn., annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 

Sept. 20-22, Life Insurance Advertisers Assn., 
annual, Sheraton-Dallas Hotel, Dallas. 

Sept. 24-29, National Assn. of Life Under- 
writers, annual, Denver Hilton Hotel, Den- 
ver. 


Sept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 
Sept. 25-27, Life Office Management Assn., 
annual, Shoreham Hotel, Washington, D. C. 
Sept. 25-27, National Fraternal Congress, annua] 
Netherland Hilton Hotel, Cincinnati. 

Oct. 9-10, Conference of Actuaries In Public 
Practice, Sheraton-Blackstone Hotel, Chicago. 

Oct. 9-13, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 

Oet. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 18-20, Institute of Home Office Under- 
writers, annual, Jung Hotel, New Orleans. 

Oct. 26-28, Midwest Management Conference 
annual, Sheraton Hotel, French Lick, 
Indiana 


Nov. 7-10, Life Insurance Agency Management 
Assn., annual, Edgewater Beach Hotel, Chi- 


cago. 

Nov. 9-19, New York State Assn. of Life 
Underwriters, fall delegate meeting, Shera- 
ton-Syracuse Inn, Syracuse. 
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Phoenix. He joined the company in 
1956 as a group service representa- 
tive in Kansas City. 


Bankers Life Of la. 


Ralph J. Schulz 
has been named 
agency manager at 
Louisville.He 
joined the compa- 
ny in 1955 as a 
salesman there, re- 
signing in 1957 to 
become division 
manager at Louis- 
ville for Pruden- 
tial. He then be- 
came agency 
manager there for 
Occidental and re- 
turns to Bankers Life from that posi- 
tion. He entered the business in 1951 
with Home Life. 

Three new group sales appointments 
have been made. R. W. Click has been 
promoted to Oklahoma group manager 
and William D. Kilgore to assistant 
regional group manager at Dallas. Wil- 
liam L. Gill has been named group 
representative at Houston. Mr. Click 
joined the company in 1959 as group 
representative at Dallas. Mr. Kilgore 
joined the company as a group repre- 
sentative in 1960 at Dallas after three 
years experience in group insurance. 
Before joining the company, Mr. Gill 
was associated in group insurance sales 
work at Houston. 


Berkshire Life 


Edgar P. Rosenberry Jr. has been 
made supervisor of the Alfred H. Cole 
agency at Philadelphia. He entered 
the business in 1939 with Prudential 
in Abington, Pa. 





R. J. Schulz 


National Life of Vermont 
Norman H. Hensley has been made 
associate general agent at Chattanooga. 
He has been life manager of the Stan- 

ley Lachman general lines agency. 


Prudential 
William A. Daoust has been pro- 
moted from agent to staff manager at 
Bay City, Mich. He joined the com- 
pany in 1959. 


Hartford Life 


John R. Dresher has been made 
manager at Birmingham. He has been 
at Birmingham as general agent for 
Kansas City Life and as a supervisor 
for Lincoln National. 


Mutual Benefit Life 


Alvin L. Ross has been made a su- 
pervisor at the Solomon Huber 
agency, New York City. He has been 
in the advanced selling department of 
Connecticut Mutual and has been a 
CLU teacher. 


Aetna Life 


Glenn B. Moore has been made di- 
rector of agencies with headquarters 
at Los Angeles. He joined the com- 
pany in 1947, became assistant gen- 
eral agent at Lansing, and later was 

















174 Whitney Avenue 


COULD IT BE TRUE? 


A Connecticut Life Insurance Company offering up to 103% 
first year commission—it sure is! We also pay another 45% 
in renewals over the next six years. If you want more infor- 
mation on how to step up to your own Agency, contact—David 
G. Hunting, C.L.U., President. 


SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


e New Haven 5, Conn. 








associate general agent there. In 1959 
he became superintendent of agencies 
at Hartford. 


Georgia International Life 
William E. Luchte has been ap- 
appointed district general agent at 
Walla Walla, Wash. He has been with 
Penn Mutual Life since 1941, most 
recently as district manager at Walla 
Walla. 


Life of Virginia 
Gregory A. Bradley and John C. 
Ferebee have been made managers at 


IN 
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Pensacola, Florida. Both men started 
in 1958 with Metropolitan Life, and 
were promoted to assistant managers 
last year. 


SUNSET LIFE of Olympia, Wash., 
has appointed Oliphant & Bates gen- 
eral agent at Portland. 


LINCOLN LIBERTY LIFE has ap- 
pointed Donald Belangie supervisor at 
Kansas City for Kansas and Missouri. - 


MIDLAND NATIONAL LIFE has 
appointed Robert L. Martin general 
agent at Fresno, Cal. 





These new Plusses 
make Group Major Medical 
by GUARDIAN 


ale) as mal=>.41°)(-mnalelacm-ler-]e)e-) 9) (- 
than ever before. 





Even before we improved our group major medical policy, it was 
one of the best available. New features make Guardian an even 


better buy for your clients! 


@ Choice of our new ‘corridor deductible’ or our fa- 
miliar ‘‘integrated deductible’. 


@ Choice of variable coverage. For example, low room 
and board maximum with high surgical expense 


coverage. 
other variations. 


Or special plans for executives. 


Many 


@ Surgical maximums automatically renewed after 12 


months. 


@ Lifetime coverage may be available through con- 
tinuation or conversion to individual policy. 


For complete information, call your Guardian Manager, or write: 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company @ Established 1860 
Park Avenue South at 17th Street @ New York 3, New York 


MORE THAN $2,000,000,000 OF LIFE INSURANCE IN FORCE 
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New Electronic 
Brain Computes 
Full Insurance 
Program-Saves 
Up to 10 Hours 


BACKGROUND INTERVIEW. A Mutual Benefit Life Analag- 
rapher obtains the information he needs to make a perceptive 
analysis of his prospect’s financial affairs and objectives. 
The Electronic Analagraph complements his professional 
analytical skills. 


a? os 


UP TO NOW, the agent needed 4 to 10 hours to personally 
calculate the prospect’s possible programs. Now electronics 
frees him for client service, eliminates human error and pro- 
duces the programs quickly and clearly. 


DATA PROCE! 


THE IBM 650 COMPUTER records and evaluates the data fed into it from punched 
cards, and in two minutes delivers eight possible insurance programs to the Mutual 
Benefit Life agent. Here, the MBL agent and his prospect watch the business end 
of the computer as it goes through its calculations. 


THE VITAL STATISTICS are punched into THE EIGHT analyses delivered on IBM 
IBM cards. These are fed into the com- cards include the prospect’s present 
puter, which evaluates the information coverage plus seven proposed ways to 
and calculates the possible programs. achieve his goals. 
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PAUL W. COOK, CLU, successful Chicago 
Mutual Benefit Life agent, who takes to the 
hounds regularly, and two companions. 


Yoicks and Tallyho!— 
Paul W. Cook Still 
Takes to the Hounds 


Author of the Cook Book of Sales Recipes, 
an MBL Man Almost 40 Years 


Paul W. Cook is almost as well known for 
“taking to the hounds” as for his successful 
career as a Mutual Benefit Life agent. Just 
last year he was president of the Town and 
Country Equestrian Society and still rides 
two or three times a week during the hunt- 
ing season, 

Currently, Paul Cook, CLU, is a Qualify- 
ing and Life member of the Million Dollar 
Round Table. He first qualified in 1930 and 
has repeated twenty-four times, and has held 
the post of chairman of the Million Dollar 
Round Table. 

Life insurance has been Paul Cook’s only 
business—and all of it with Mutual Benefit 
Life, in Chicago, where he started in 1922. 
There he was in the group of the first four 
Chartered Life Underwriters in 1929. 

Paul Cook was General Agent in Chicago 
from 1937 to 1958. For many years he has 
been one of Mutual Benefit Life’s leaders, 
and consistently qualifies for the company’s 
National Associates group on a personal pro- 
duction basis. 


Author of Cook Book 


Borrowing from his Business success, as 
well as his studies of life insurance and tax 
development, Paul Cook collected numerous 
articles and “recipes for successful selling” 
in a volume entitled the Cook Book. It is well 
known in insurance circles, and has been 
recently reprinted. The John O. Wilson gen- 
eral agency in Chicago, with whom Paul 
Cook is associated, is using the book in some 
of its training work. 


Retirement Specialist 

In 1942 Paul Cook incorporated Retirement 
Plans, Inc., for the installation, administra- 
tion and servicing of retirement plans. 

Paul Cook’s other business accomplish- 
ments included presidencies of the Chicago 
Association of Life Underwriters, the Chi- 
cago Chapter of CLU, the Chicago Life In- 
surance and Trust Council, and membership 
on the Board of Trustees of the American 
College of Life Underwriters. 

Paul Cook’s accomplishments with Mutual 
Benefit Life are further evidence that people 
who plan ahead, get ahead. 
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CLU GROUP ACTIVE 


The Mutual Benefit CLU Association, formed 
in 1938 to advance the interests of CLU 
among company people, has been especially 
active in encouraging CLU candidates. The 
gratifying percentage of CLU’s among MBL 
fieldmen is due in large part to the Associa- 
tion’s efforts. 


In recent years, in addition to general 
communication, the As- 
sociation has held a stim- 
ulating session at each 
of Mutual Benefit Life’s 
national meetings. The 
Association chooses its 
officers at the national 
meetings as well. 





Current officers of the 
CLU Association are: 
President, John H. Ames, ‘en 2. AMES 
CLU, New York-Youngman; Vice Presi- 
dents: Frank Ridge, CLU, Washington; 
Ervin J. Lewallen, CLU, Miami; Donald W. 
Warner, CLU, Toledo and Bruce Bogue, CLU, 
Los Angeles; Secretary: Mildred F. Stone, 
CLU, home office. 





Major Medical 
Coverage Ex- 
tended for 
MBL Agents 


Mutual Benefit Life Insurance Company has 
announced an extension of coverage for all 
members of its field force who are presently 
enrolled in the group major medical plan, or 
who expect to apply in the future. 

In accordance with the previous plan un- 
derwritten by the company, the age limit was 
restricted to 75. Mutual Benefit Life ex- 
tended the.age limit to 80. 





Reinstatement Slated 

Coverage will be reinstated for any person 
whose policy was terminated upon reaching 
the age of 75. The company stated that for 
the present there will be no change in pre- 
mium rates upon attainment of age 75, but 
that future premiums will depend upon the 
company’s experience under the group major 
medical plan. 





Mutual Benefit Life’s Ordinary insurance in 
force surged past the $5,000,000,000 mark 
during the first quarter of 1961. 

The first billion was achieved in 1919— 
74 years after MBL was founded. Only as 
recently as 1951 we reached the $3 billion 





$5 Billion of Ordinary in Force 


level and six years later the $4 billion mark. 

Now—in four short years, the Ordinary 
in-force total has zoomed to over $5 billion 
in protection for hundreds of thousands of 
people, protection which is 952% in life 
insurance of permanent form. 
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An important breakthrough in life insurance planning 
—the “Electronic Analagraph”—is a new, exclusive 
Mutual Benefit Life service- The “Analagraph” is a 
scientific device that lets you chart your family protec- 
tion and retirement needs+ A pioneer in its field, the 
“Analagraph” complements the Mutual Benefit Life 


man’s experience and knowledge to furnish superior 
life insurance service« Now,through the magic of elec- 
tronies, a new dimension has been added—the ‘Electronic 
Analagraph "+ Write us for further information. 


Benefit is our middie name 


MUTUAL BENEFIT LIFE 


INSURANCE COMPANY - 


NEWARK, NEW JERSEY - SINCE 1845 





THE ELECTRONIC ANALAGRAPH STORY reaches over 12,368,760 of the country’s top insurance 
prospects through Mutual Benefit Life Insurance Company’s messages in the Atlantic Monthly, 
Business Week and Fortune, as well as in Harper’s, New Yorker and Time. 
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-LIAMA Study Shows Gains In Service To Orphan Policyholders 


(CONTINUED FROM PAGE 1) 
quish the policy-owner for reassign- 
ment. (This may be due, for example, 
to the desire to retain a collection fee; 
hope however remote, of making an- 
other sale; possibility of a future com- 
mission on term conversion.) In addi- 
tion, there is the problem of developing 
a procedure for promptly reassigning 
moved policy-owners, collating all per- 
tinent information on them, and for- 
warding such information to the ap- 


propriate agency. 

A special problem may exist when 
a company is instituting or overhaul- 
ing an orphan policy-owner program. 
Large numbers of orphans may have 
accumulated over the years, some un- 
assigned at the moment, others nom- 
inally assigned to agents who may not 
have contacted them for years, if ever. 
In getting its program underway, a 
company may need to check the status 
of such long-standing orphans, revoke 


The Northwestern Mutual 


point of view in advertising: 





first select...then sell 


To effectively reach the people it wants to.reach (the highly selective business and pro- 
fessional readers of TIME and NEWSWEEK), Northwestern Mutual uses equally se- 


lective sales appeals. 


A case in point is the message of Mr. Albert G. Handschumacher, President of Lear, 


Inc., who targets his advice to those men seeking higher goals. 


His statement, as shown below, is one of a continuing series that fits and furthers this 


proven advertising philosophy of Northwestern Mutual. 





rrawa 


NORT! 


‘i icies with the 
m. Life insurance Poti’ family 


YOWNE! : 
MWESTERN MUTUAL ses Handschumacher's program 


play @ prominent part in 


company 
protection 


rward to the growing 


them, and make a substantial number 
of reassignments. (This was done by 
Mutual of New York, when the com- 
pany initiated its orphan program. 
Contrary to the company’s expecta- 
tions, the anticipated protests from the 
field never materialized.) 


Skillful Assignments Needed 


In all the reporting companies the 
specific assignment of a particular 
policy-owner to a particular agent is 


| There is a difference! 


Northwestern 
Mutual provides 
superior service 
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possible cost! 


XCELLENT SERVICE at exceptionally ~ i 
cost... this is the enol Nore 
em Mutual, a5 it has been for ove e | | 
years.-- still is.-+ and always * - i 
In fact, at Northwestern Mutua ao . 
portion of a policyowner’s premium <4 ry 
for operating expenses is just about of 
the average of the 14 other largest 5 
i nies. 
a the result of several | 1 
i Fewer than ! 5 clerical employers 
pa $100 million of q 


are required for every ~ 
insurance in force . - - a lower figure t 1 


modern methods and 


‘ service 

machines, the personal side ee, 
ver suffers at Northwestern 

ne ny OWNETS - - + 


economy. 
Yet, with all the 
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the responsibility of the agency man- 
ager, usually assisted by the cashier = 
or a clerk who assembles all the avail- at t 
able information about the policy. grads 
owner. Many of the companies state less 
that the manager’s skill in matching § !° $ 
orphans to agents determines whether i" 
the assignment will pay off in rea] saad 
service to the client and new business 7 
for the agent and agency. It would 
appear that, while many managers do the ; 
an excellent job in this respect, or- = 
phans are sometimes indiscriminantly a wt 
assigned to new agents, untrained in a 
service and unable to cope with com- "i. 
plex insurance programs. neal 

It is one thing to turn an orphan ag mes 
lead over to an agent, another to get sai 
him to follow through on it. How have be: ant 
the reporting companies attacked this — 
problem? pe 

A. Possibility of New Business: The § Match 
principal inducement of the agent for Fin: 
making contact with an assigned or- § to hav 
phan is, of course, the possibility of a ff to age 
sale and of obtaining referred leads, § omic 
Some of the companies appear to sell § owner 
this idea more vigorously than others, ing le 
For example, it may be given consider. capabi 
able stress in training. Or the company § cases 1 
may write up in its house organ moti- § at the 
vating “case histories” of successful } gevelo 
contacts with orphans. the or; 

Still another approach is to compile The 
statistics on calls—interviews—sales J a num! 
ratios for orphan business. (Mutual of J their « 
New York, for example, has found that | difficu 
out of every four orphans interviewed, —Ge 
one will buy.) If, as is often the case, f reports 
these ratios are more favorable than | Too o 
ratios with other classes of prospects, | owner 
the company can make a very persua- | agent’s 
sive case for contacting orphan leads, | must i 
Further evidence that policy-owners | ing thi 
of the company are profitable pro- | that ai 
spects comes from LIAMA studies | specific 
which show that repeat sales to policy- | voked,’ 
owners are above the company aver- Overco 
age in both face amount and premium 
per thousand. —Ma 

B. Further Leads Withheld: In cases | “linqu 
where the agent fails or delays in tak- | Ut of | 
ing satisfactory action on assigned | Perhaps 
orphans, several companies withhold —_ 
further leads from him until he does | &#™ - 
take such action. To be effective, this the hon 
restriction must, of course, be accom- takes r 
panied by a report-back requirement m ‘oo 
or other technique to determine the fe 90 
status of leads assigned to the agent. hasan “ 
One example of a reporting require- gg 
ment is in the Mutual of New York's bright. § 
program summarized at the end of this that thi 
report. Another is the practice follow- loner 
ed by Southwestern Life: an address aentis 
change notice is given the agent for Sercom 
the assigned orphan. On the back of by prom 
the notice are a number of follow-up a the « 
questions about the orphan which the college 
agent must answer after contacting surabilit 
him. The agent must return the com- 
pleted card to the cashier within a | Vhels! 
period stipulated by the agency man | The n 
ager to remain eligible for further as- | Panles p 
signments. for deve 

C. Assignment Revoked: Although sa = 
less common than withholding further res ott 
leads from agents who fail to contact an y 
assigned orphans, revoking of such tir = of 
leads is mentioned by three companies ti 9 OF 
This practice would seem to have the sgh 
merit of preventing inaction on the at co - 
agent’s part from defeating the pur} 4. a 
pose of the assignment. It might also ei _ 
have the psychological effect of mak- lem P ag 
ing the assigned lead seem more val policy- Pp 
uable to the agent. ee 

D. Other Techniques: One compatj§ partment 
(Acacia Mutual) pays a conservatiol | departme 
fee to new agents for servicing &f No one 
signed orphan business, usually a block § ness for 
of about $300,000, assigned in group} fective co 
of five to ten cases per week by t#fits orpha 
agency cashier. The fee is based § standpoin: 
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the agert’s personal business in force 
at the end of each month and is 

ded down from $33 per month for 
Jess than $100,000 in force to nothing 
for $800,000 more in force. While not 
permitted by New York State law, this 
practice may be of interest to non- 
New York companies. 

This procedure is designed to give 
the new agent a source of contacts 





among present policy-owners, develop 
referred leads, and provide an addi- 
tional market to that consisting of his 
immediate friends and acquaintances. 
Orphans so assigned to the new 
agent are relinquished when he be- 
comes established except in cases 
where the agent sells additional in- 
surance or converts a term policy to 
permanent. 
Matching Lead To Agent 


Finally, several companies attempt 
to have managers match assigned leads 
to agents on such factors as age, econ- 
omic status, and present insurance 
ownership. It is believed that match- 
ing leads to the agent’s market and 
capabilities will make the assigned 
cases more attractive to the agents and 
at the same time result in a better 
development of the sales potential of 
the orphan market. 

The contributing companies reported 
a number of problems in administering 
their orphan programs. Among the 
difficulties: 

—Getting adequate follow-up and 
reports of results on assigned cases. 
Too often, assigned orphan policy- 
owner cards simply pile up in an 
agent’s desk, and a realistic program 
must include some means of prevent- 
ing this, such as by revoking leads 
that are not followed up within a 
specified time. (See “Assignment Re- 
voked,” paragraph C above.) 


Overcoming Reluctance 


—Manager’s or agent’s reluctance to 
relinquish an orphan who has moved 
out of reach of the agency. This may 
perhaps be mitigated by a home-office 
sponsored policy-owner exchange pro- 
gram such as Home Life’s, in which 
the home office both encourages and 
takes responsibility for administering 
an exchange of change-in-residence 
orphans. 

—Getting agents to service orphan 
cases in which the prospect of immedi- 
ate new business may not appear 
bright. Sun Life of Canada commented 
that this problem can be met only by 
proper indoctrination early in the 
agent’s career. Home Life has tried to 
overcome reluctance to call on orphans 
by promoting several programs aimed 
at the old policy-owner market: the 
college paid-for rider, guaranteed in- 
surability option, term additional rider. 
Who Is Responsible? 

The majority of contributing com- 
panies place the entire responsibility 
for developing and assigning orphan 
cases on the agency manager and/or 
cashier. However, in the relatively few 
strongly centralized programs, the di- 
rector of conservation, agency secre- 
tary, or other agency officer may have 
prime responsibility for the day-to-day 
operation of an orphan program and 
for continuous follow-up on results. 

As would be expected, most of the 
companies perceive the orphan prob- 
lem as part of the larger problem of 
policy-owner relations, with the re- 
sponsibility resting on the agency de- 
partment as a whole and often crossing 
departmental lines. 

No one doubts that it is good busi- 
hess for a company to maintain ef- 
fective contact between its agents and 
its orphans. This is true from the 
standpoint of principle as well as of 
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the self-interest of the company. 

The agency system, with its philo- 
sophy of service to policy-owners, 
makes attention to orphans a self- 
assumed ethical obligation. 

The forgotten policy-owner, which 
the orphan is likely to be, is more 
lapse prone. True, this is not always 
due solely to the fact he is an orphan 
he may have been poorly sold in the 
first place—but neglect can hardly 
have an effect other than to increase 
the likelihood of his lapsing. He may 
also be regarded as a prime target for 
the twister. 


Good Service Creates Prospects 


The orphan who receives attention 
and service is more likely to have good 
will toward the company and to con- 
vey that feeling to his friends. More- 
over, if he feels that he is a valued 
client, his subsequent purchases of 
life insurance will more than likely be 
from the same company. Through con- 
tinuing service, he becomes a first- 
rate prospect. 

New products and services have a 
dual implication for the orphan. On 
the one hand, such developments as 
the family plan and the guaranteed 
purchase option may lead him to feel 
his insurance is old-fashioned and to 
drop it. On the other hand, such new 
products may find him a receptive 
prospect for more insurance on one of 
the new plans in the same company. 

All of these considerations point to a 
need for a broad conception of policy- 
owner service. The orphan is, after all, 
hardly different from the non-orphan 
who never sees a company representa- 
tive and who buys his subsequent 
policies from other companies. The 


Washington National Cited 


For Internal Communication 

Officials of Washington National 
served as hosts to Arne Derefeldt of 
the Swedish government’s Council for 
Personnel Administration during a 
one-day visit he made to the com- 
pany’s home office to study its methods 
of internal communications, manage- 
ment development, training of super- 
visory office personnel and personnel 
testing. Mr. Derefeldt is in charge of 
research and consultation of the coun- 
cil, which, though attached to the gov- 
ernment, performs similar functions 
as does National Assn. of Manufac- 
turers in the U:S. 

Other stops during his visit to the 
U.S. include universities and a variety 
of business and manufacturing firms. 
In preparing his itinerary with the 
help of the U.S. Chamber of Com- 
merce, Washington National was rec- 
ommended as “an outstanding example 
of internal communication in Amer- 
ican industry.” Queried as to the 
state of the insurance industry in 
Sweden, where the government has 
entered a variety of fields of private 
enterprise, Mr. Derefeldt said the in- 
surance business is growing because 
of an increasing popular demand for 
group life. 


Long Island CLUs Elect 


Herbert Lapidus, general agent at 
Hicksville, N.Y., for United States Life, 
has been elected president of the Long 
Island chapter of American Society of 
CLU. 

Other officers are executive vice- 
president, Charles Capo, Penn Mutual 
of New York, Hempstead; adminis- 
trative vice-president, Melvyn J. Da- 
nis, Mutual of New York, Freeport; 
treasurer, Victor R. Goldberg, Mutual 
Benefit Life, Garden City; secretary, 
Leona Sevell, assistant professor of 
insurance, Hofstra College. 





main difference is that if the non- 
orphan may be neglected, the orphan 
almost surely will be unless the com- 
pany has a systematic procedure for 
following him and assigning him to 
one of its agents. 

Finally, it would appear that service 
to orphans may be too narrowly viewed 
in terms of the new business that con- 
tact may generate. Screening orphans 
on the basis of their qualifications as 
prospects for new sales denies the 
obligation the industry professes to- 
ward all its policy-owners. Moreover, 
people’s circumstances change, and the 
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information used to identify “hot” or- 
phan leads may be out of date and 
disqualify some excellent prospects. 

Translating good intentions for or- 
phan service into effective action in 
the field is a large order, admittedly. 
With the means at its disposal— 
principally education and persuasion— 
no company is likely to achieve per- 
fection in this difficult task. But the 
significant fact is that most observers 
agree that much more could be done 
than is being done, to the benefit of 
both the industry and its policy- 
owners. 





top income groups. 





GENERAL AGENTS WANTED... 
INCREASED INCOME 


IMMEDIATE VESTED RENEWALS 


The American Bankers has always endeavored 
to set the pace—not merely keep up with it. 


IN NINE YEARS OF ACTIVE OPERATIONS 


1960............$415,964,468 
Ti cc ceccscces 
WSR. cc ccccccces 


We are continuing to develop a quality Ordinary 
agency force in depth, producing the highest type of 
business at a reasonable cost. Our key representatives 
must be financially solid, reasonably trained, with a 
responsible standing in the community in which they 
reside, and have the ability to select and direct men. 


yy SY, a | for Our P. rogress 


COMPLETE LINE OF 
VERY COMPETITIVE POLICIES 
INCLUDING 


WIFE 20 YEAR TERM RIDER—issued up to $250,000— 
50% of husband's insurance. If husband dies or is dis- 
abled wife’s premium is waived. All these benefits, 
wife age 30—$7.00 per $1,000 annually. 


INCREASING PROTECTION PLAN—Terrific package for 


PLUS 


STOCK OPTION PLAN—Liberal Option Agreements for 
both recruiting and personal production. 


COMPLETE TRAINING AND AGENCY 
BUILDING “KNOW-HOW” PROGRAM 


127,927,609 
4,408,032 





JAMES G. RANNI 
Chairman of the Board 


Home Office 





WRITE OR WIRE CONCERNING YOUR OPPORTUNITY 
IN THIS DYNAMIC COMPANY 


JAMES B. SISKE 
Vice Pres. and Director of 
Agencies 


AMERICAN BANKERS LIFE 


ASSURANCE COMPANY of FLORIDA 
Miami 32, Florida 


R. KIRK LANDON 
President 
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New Colo. Rule Is Designed To Curb Replacement 


DENVER—A regulation designed to 
erack down on unscrupulous Colorado 
insurance agents who fraudulently in- 
duce clients to give up existing cover- 
age has been put into effect by Com- 
missioner Sam N. Beery. 

Effective immediately, agents sell- 
ing life, accident or health insurance 
must present in writing to prospective 
customers any proposal involving sur- 
render or change of existing policies. 

Two copies of the proposal must be 
made, one to be left with the cus- 
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tomer and the other to be filed with 
the agent’s office or broker. The bro- 
ker is required by the regulation to 
retain copies of any proposals received 
for at least two years and to submit 
them on demand to examination by 
the state insurance department. 

Agents who violate this regulation 
face revocation of license or other 
action, according to Robert L. Brown, 
deputy insurance commissioner. He 
said the new measure results from 
numerous complaints from the public 


about agents who have misrepre- 
sented the advantages of surrendering 
present insurance and buying new 
policies. 

Mr. Brown pointed out that some 
“fast-talking” salesmen have induced 
policyholders to cancel their insur- 
ance with the purpose of replacing 
these policies with contracts for other 
types of insurance. 

The measure requires that every 
life and A&S insurer selling in Color- 
ado inform its agents in writing of the 
new regulation. It does not apply to 
other types of insurance. 
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Holdings Of Nationwide 
Corp. Ready To Pass 
$5 Billion In Force 


Nationwide Corp. has reported tha 
the three life insurance companies j 
which it is invested will soon pass $§ 
billion combined insurance in force. 

The corporation, a holding company; 
has major interests in Nationwide Life 
Northwestern National Life, Michigan 
Life, and National Casualty. On June 
30, the three life companies had $4. 
906,000,000 combined insurance jp 
force. 

In the 1961 midyear statement ty 
directors, the corporation also reported 
that the combined premium income 
of the four insurers was $66.4 million, 
compared with $59.9 million for the 
first half of 1960. Assets of the four 
were $622 million, a $28 million rise 
since December 31, 1960. 

All companies turned in operating 
gains, combining for a first-half figure 
of $3.1 million. This was $300,000 less 
than the corresponding 1960 period, 
however, due primarily to a drop in 
National Casualty’s earnings because 
of unusually heavy health insurance 
claims in the first quarter, and a de- 
crease in Nationwide Life’s earnings, 
due mainly to reserve increases as a 
result of large sales of group annuity 
cases. (In the long range, this should 
affect earnings favorably.) 

The corporation itself reported a net 
income of $435,000. In addition, its 
equity in the undistributed earnings 
of the other companies was $2 million. 
Net income was down slightly from 
the $486,000 recorded in first half 1960, 
This was attributed to a lower interest 
from government securities and a rise 
in certain non-recurring expenses. The 
corporation’s assets at midyear were 
$40.8 million, up $300,000 since the 
end of the year. 


Mass. Mutual Revises 
Rating For Occupation 


Policies issued by Massachusetts 
Mutual Life with a rating for occupa- 
tion will now provide for automatic 
removal of the rating on the policy 
anniversary nearest age 65. The lib- 
eralization will also apply to existing 
policies and premium adjustments 
will be made. Removal of the ratings 
will not apply to policies issued after 
age 60. The rating on these cases will 
be charged for a five-year period. It 
will also not apply to policies carrying 
extra premiums because of an avia- 
tion hazard. 


Schwemm Sets Records 


The Chicago agency of Great-West 
Life headed by Earl M. Schwemm is 
leading the company to date by a large 
margin. Since 1944 the agency has had 
monthly production in excess of $1 
million. In July of this year the agency 
reported $3,808,000 of combined new 
placed business of which $2,901,000 
was individual life. In addition to be 
ing the agency’s best July, it was also 
the best month recorded from any 
agency of the company under a new 
volume basis. 

Form Counseling Firm In Wis. 

Hyman-Meldman & Co. independent 
insurance counseling firm, has beél 
formed in Milwaukee. The partnefs, 
Norman A. Hyman and Burton 4 
Meldman, have both previously bee 
with Massachusetts Mutual Life it 
Milwaukee, the former being a life 
member of the Million Dollar Round 
Table. 
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Washington National 
Celebrates Its 50th 


Evidencing the spirit that enabled it 
to reach its 50th birthday in the first 
place, Washington National celebrated 
its golden anniversary last week by 
featuring two days of business sessions. 

More than 1,500 were in attendance 
as C. H. Kendall, co-founder of the 
company with his brother, the late 
H. R. Kendall, presided at the opening 
session. 

Speaking at the first session were 
Illinois Director Joseph S. Gerber; 
Ww. Lee Shield, executive vice-presi- 
dent American Life Convention; Wil- 
liam E. North, president National Assn. 
of Life Underwriters, and company 
chairman Raymond J. Wetterlund. 

Mr. Wetterlund, recently nominated 
for the presidency of ALC, reviewed 
the company’s past development and 
discussed future growth. P. W. Watt, 
company president, also made his 
formal address at this session. 

Three business sessions were held 
on the morning of the second day. 
W. T. Weiss, 2nd vice-president, pre- 
sided over the district agency session; 
E. R. Volpi, regional director, presided 
over the general agency session, and 
C. D. Smith, 3rd vice-president, han- 
dled the group agency session. 

Sessions continued on the third day, 
presided over by H. L. Robinson, 2nd 
vice-president; C. D. Johnson, regional 
director, and Dale Darland, 2nd vice- 


president. 


— 


Decatur Life Agents 


Name New Officer Slate 

Decatur (Ill.) General Agents & 
Managers Assn. has elected H. Allan 
Todd of Prudential, president. Other 
officers elected are James E. Williams, 
Provident Mutual Life, vice-president 
and Ervin A. Rieckman, Metropoli- 
tan, secretary-treasurer. Raymond A. 
Shaw of Country Life was named di- 
rector for one year and Joseph A. 
Lewis of United Benefit Life, a direc- 
tor for two years. 


Supreme Life's 40th 

Supreme Life of Chicago celebrated 
its 40th anniversary last week with a 
banquet at the city’s new convention 
headquarters, McCormick Place. Fol- 
lowing a repast which an habitue of 
this sort of thing termed “staggering,” 
President Earl B. Dickerson introduced 
the evening’s principal speaker, Julius 
Momo Udochi, ambassador of Nigeria. 
Dais guests included Truman K. Gib- 
son Sr., company chairman, other 
company officials, and James E. Ruth- 
erford, vice-president Prudential and 
president Chicago Assn. of Commerce 
& Industry; George S. Harris, presi- 
dent Chicago Metropolitan Mutual; 
Bindley C. Cyrus, president Victory 
Mutual Life of Chicago; and A. W. Wil- 
liams, president. Unity Mutual Life of 
Chicago. Non-insurance. guests in- 
cluded G. C. Mayhew, British Deputy 
Consul General, Edward J. Sparling, 
president Roosevelt University, and 
others. 


Lutheran Brotherhood Grants 

Four Lutheran scholars have re- 
ceived grants totaling $4,500 from 
Lutheran Brotherhood for research and 
writing projects or advanced study. 
The grants are part of the society’s 
fraternal activity and benevolence pro- 
gram. More than $656,000 was bud- 
geted by the company this year for a 
wide variety of such projects, includ- 
ing scholarships and special grants to 
educators and graduate students. 
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Boddiger President Of 
Pacific Fidelity Life 


George C. Boddiger, executive vice- 
president and general manager of 
Pacific Fidelity 
Life has been elec- 
ted president. He 
succeeds Maxwell 
C. King, founding 
president of the 
five year old com- 
pany, who was 
elected chairman. 
Elliott Taylor, se- 
nior vice-presi- 
dent, was elected 
to the newly creat- 
ed position of vice- 
chairman of the 
board. 

Mr. Boddiger joined the company in 
1959, three years after it was organized 
He has been in the insurance business 
22 years, beginning with Acacia Mu- 
tual following graduation from the 
University of Illinois. 

After service in WW II he went with 
Continental Assurance for four years 
as administrative coordinator and as- 
sistant to the executive vice-president 
and later became assistant secretary 
of Life Office Management Assn. He 
is a fellow of LOMA Institute. In 1952 
he joined Mutual Benefit H.&A., be- 
coming assistant treasurer of that 
company and assistant vice-president 
of United Benefit Life. He was elected 
vice-president and general manager of 
Companion Life in 1958. 


Illegal Law Practice 
View Given By Bar Unit 


The committee on unauthorized 
practice of law of American Bar Assn. 
has issued an opinion cautioning 
against unauthorized law practice in 
estate planning. The committee noted 
that in its opinion consultants who are 
not lawyers who give legal advice in 
setting up pension and profit sharing 
plans are practicing law illegally, the 
report said in part: 

“When. .the ‘consultant’ advises 
the employer that a specific plan is 
adapted to the latter’s particular cir- 
cumstances; prepares a plan embody- 
ing data gathered from the employer 
and represents the plan as adequate 
to the employer’s particular circum- 
stances; advises that such particular 
plan qualifies for tax benefits under 
federal tax laws and_ regulations; 
draws a trust instrument as part of 
the plan; gives specific advice regard- 
ing the affect of the tax laws and 
other laws upon the employer’s con- 
tributions. . .or upon methods of fund- 
ing the plan; represents the employer 
in conferences with the Internal Re- 
venue Service regarding qualification 
of the proposed plan, or prepares cor- 
porate documents putting the plan into 
effect, etc., then he engages in the 
practice of law.” 


Investment Policies Names Strangis 

Investment Policies, a recently or- 
ganized Minneapolis company formed 
to provide mutual fund investment 
programs for established life insur- 
ance companies to sell through their 
own agency forces, has named Ralph 
L. Strangis secretary-treasurer. He 
was formerly with Investors Syndicate 
Life. 


George Boddiger 


Sentry Life of Stevens Point, Wis., 
has entered the group health and life 
field with programs for the small busi- 
ness risk having from 10 to 100 em- 
ployes. 











Enjoy 
an Agency 
All 


Your Own! 


State Life is establishing new agencies in many states and are constantly on the alert 
for keen men who want to see themselves in bigger, more rewarding positions. Don’t 
just wait and wish . . . discover for yourself all the benefits you can enjoy by being an 
agency manager or assistant with the State Life— 

« Thorough and complete training 

+ Career financing 

+ Full educational facilities 

¢ Bank draft plan 


e High, liberal commissions 
Retirement benefits 
¢ Bonuses for volume and persistency 
¢ Group life insurance 
¢ Hospitalization, major medical + Finest... most modern and 

benefits productive direct mail 
Write today and find out what State Life can do for you . . . there’s no obligation, 


DIHL H. LUCUS—Vice-President and Director of Agencies 
’ 
The 


SraTE LIFE 


Insurance Gompany 


Indianapolis 
A MUTUAL COMPANY FOUNDED 


1894 








Entering Our Second 
Half-Century of Service 


With a continuous record of growth through service to policy- 
holders and agents during our first fifty years, Illinois Mutual Life 
and Casualty Company looks forward confidently to a second 
half-century of progress and success. 

Illinois Mutual has a complete portfolio of quality Life, Dis- 
ability, Income, Hospital and Major Medical insurance issued on 
both individual and group basis. 





Join a growing, progressive 
industry leader providing 
security for its policy- 
holders and financially 
rewarding careers for its 
agents. Ask about Illinois 
Mutual’s two new non- 
cancellable and guaranteed 
renewable disability policies 
with life-insurance-like 
high first year commissions 
yet with liberal A & S-like 
renewal commissions. 


Protecting your future 
is our tradition 











ILLINOIS MUTUAL 
Life and Casualty Company 





HOME OPFICE, PEORIA, ILLINOIS + E. A. McCORD, PRESIDENT 
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Harvard Business Graduate Tells Why He Enjoys Being Life Agent 


(CONTINUED FROM PAGE 2) 
curve was up and the opportunities for 
advancement were manifold. I was a 
Fortune-oriented graduate searching 
for an eventual “top management” 
spot, sizable income, lifetime security, 
and a position of esteem, even re- 
nown, inthe community. 

It is interesting to note that at the 
time I was making up my mind, a 
large life insurance firm called me to 
talk to them. But I never returned the 


call; life insurance did not impress me 
as a worthy career in those days. 

Within four years I was merchan- 
dise manager, the rough corners had 
been sanded down, my income had 
quadrupled and by our normal social 
and commercial standards, I was suc- 
cessful. I was also tense, unhappy and 
disillusioned. 

The story is not a new one. I had 
been involved in the process euphe- 
mistically known as “cutting out the 


deadwood.” I saw men, once vital, pro- 
ductive and young, now left adrift be- 
cause they had lived too long. In one 
instance this treatment actually pro- 
duced the death of a man who was 
primarily responsible for the building 
of the business. It was not difficult to 
look ahead and determine that this 
would never happen to me. 

In addition, I had to deal with the 
undue pressures produced by vacil- 
lating direction, political feuding, and 
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the ideal—and I came full circle back 
where I started. We moved back to 
Boston, where my contacts were cold 
and few, and accepted the immediate 
risk and struggle with an eye to the 
anticipated rewards. It is significant 
that had I gone into life insurance di- 
rectly from the B-School, the venture 
probably would have failed, as it has 
for so many. I simply did not then 
have the experience, maturity, moral 
fibre, and sheer determination to stick 
it out in the face of the inexorable, un- 
relenting contest ahead. The commit- 
ment must be total in this business. 


Picked W. E. Hays Agency 


I picked out the company with one 
of the finest reputations and cost pic- 
tures in the industry and sought out 
the best training agency in the busi- 
ness. It was equally important to se- 
lect an agency equipped with staff 
specialists intimately acquainted with 
the complexities of corporate taxation. 
With the invaluable guidance of the 
Wm. Eugene Hays & Associates agen- 
cy, I determined to work with business 
men as a market and business life in- 
surance as a field of concentration. 

I was assigned the best trainer in 
the company in terms of technical 
awareness and selling skills and we 
went out to work immediately. To- 
gether, for one solid year, we pounded 
on doors, cajoled, convinced, probed, 
tested and sold. It was a hard year, 
the training allowances receive were 
high by life insurance standards, but 
far below what we had grown used to. 
Somehow, however, if the mind re- 
fuses to accept or even consider re- 
treat, the road slowly opens and wid- 
ens. 


Income Nearly Tripled — 


In the second year my income nearly 
tripled as my knowledge grew and my 
skills sharpened. I‘m now in my third 
year, attempting to show business 
owners and executives how to thread 
a path through the mysteries of per- 
sonal and corporate life insurance. The 
field is unlimited in the scope pro- 
vided for imaginative conceptions. 

I mentioned earlier that business 
men generally have been bitten so of- 
ten by insurance salesmen that they 
have become uncommonly wary of the 
breed. I have been making a collection 
of the dodges they use to shake these 
vigorous people from their backs. Do 
you recognize any of them? 

“Why, I’m insurance poor—worth 
more dead than alive, you know.” 

‘'m not interested. I can do better 
with my money and besides, you all 
have the same story.” 


Discuss It With My Wife’ 


Tll have to discuss this with my 
wife. Call me next month.” 

“My insurance broker who handles 
my automobile insurance keeps me 
posted on all new ideas.” 

“My cousin (nephew uncle brother, 
ete.) is in the business. If I bought 
any insurance, which I have no in- 
tention of doing, I’d buy it from him.” 

“We just bought a boat and a third 
car. Simply can’t afford this sort of 
thing.” 

If you haven’t recognized any, you 
should because my guess is that you 
have used one or anther of them from 
time to time. And in so doing, you 
May have given the brush to a really 
well-trained specialist who could have 
been of valuable assistance to you. 
(I must admit, you might have dis- 
Posed of a pest instead.) 

: What kinds of possibilities can an 
Imaginative, experienced agent sug- 








gest? _ What new developments are 
emerging in life insurance plans for 
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the business man and for his corpor- 
ation? Here are several which seem to 
me to be particularly worth mention- 
ing: 

1. Section 303 of the internal rev- 
enue code provides authority for the 
tax-free partial redemption of stock by 
the corporation from the estate of a 
decedent stockholder sufficient to pay 
his entire estate and inheritance taxes 
as well as probate and administra- 
tive fees. The purchase becomes al- 
most irresistible when funded with 
life insurance owned by the firm on 
the life of the decedent stockholder. 
The obvious fact that there are no 
capital gains tax implications serves 
to make the transaction even more 
attractive. 

2. Upon the death of a valued cor- 
porate employe, continuation of his 
salary to his widow for perhaps one 
or two years, either by contract or 
otherwise, has attractive tax advan- 
tages. Life insurance on the life of the 
employe, purchased by the firm as a 
funding instrument to pay such a ben- 
efit, can actually result in a profit 
for the corporation after the payout 
because of the unique nature of life 
insurance tax treatment. 

3. Contracts for high-salaried cor- 
porate employes to defer compensa- 
tion to later years are a well-accepted 
tax savings device in industry today. 
Life insurance remains the classic 
funding instrument for such con- 
tracts. If death occurs prior to the 
deferral date, life insurance matures 
the deferred income immediately for 
the executive’s widow. If the execu- 
tive lives, life insurance, through 
cash values again, provides the income 
stipulated under contract. The under- 
lying motive is the deferral of in- 
come from peak tax years to the 
lower brackets of retirement years. 
The savings are impressive. 

4. A relatively new concept in the 
corporate field is the split ownership 
of a life insurance contract between 
corporation and employe. The corpor- 
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ESSENTIALS 


Every Employers contract is 
carefully negotiated, skill- 
fully built, equitably ad- 
ministered. 

These essentials combine to 
help insurers deliver satis- 
factory services to policy- 
holders—career job of 
every underwriter. 
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ation owns and controls the invest- 
ment portion of the contract, and con- 
tributes annually an amount equal to 
the increase in cash value. The em- 
ploye controls the indemnity portion 
of the contract and names his own 
beneficiary. His share of the cost is 
nominal and in many instances his 
contributions cease within 10 years 
while the death benefit to his family 
remains level. The result for the em- 
ploye is a substantial income tax-free 
benefit to his family paid for largely 
by corporate funds, all of which are 
recoverable by the corporation at the 
death of the insured employe or at any 
time prior to death if the corporation 
decides it is advantageous to termin- 
ate the contract. 


Mentions Charitable Trusts 


5. Charitable trusts can be extreme- 
ly valuable for individuals in top tax 
brackets. The creation of the trust al- 
lows substantial savings in income 
taxes as well as estate taxes upon 
subsequent death. Today more than 
ever, an imaginative agent can design 
a life insurance vehicle for gifts of 
almost incredible proportions. The cost 
of such gifts often is wholly elimin- 
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ated, often exceeded by the ultimate 
tax savings realized. 

6. Formal qualified pensions and 
profit-sharing plans for small, closely- 
held corporations attract corporate 
profits otherwise donated to the 
Treasury. Contributions to such funds 
are deductible, earnings by the fund 
compound income tax free with favor- 
able capital gains consequences upon 
termination. The guarantees of life 
insurance to fund pension plans for 
small corporations, provide a most at- 
tractive way to divert profits for the 
build-up of substantial equities. 

These brief suggestions are only 
offered as illustrative of the breadth 
of the field. The key question to be 
answered is which, if any, of these 
ideas can be profitably used in one’s 
own situation. The answer must be 
reviewed in the light of the percent- 
age and type of stock ownership, our 
estate planning situation and our 
wife’s, our tax bracket, prospects for 
inheritance, our goals for the family, 
for ourselves, and many other aspects 
ag touched on above. 

At this point, the obvious question 
for the reader to ask is: “But how can 
I identify one of these super-agents in 
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advance? Beyond checking his name 
in the HBS Alumni Directory—and 
not finding it—what kind of data can 
I put together on which I can make a 
solid judgment?” 


Make Investment Of Time 


In the first place, you have to make 
some small investment of time in the 
project. After all, you don’t choose 
your doctor or lawyer in a haphazard 
fashion—why should you treat the 
selection of a life insurance agent on 
the basis of social status, convenience, 
or his happy timing? 

Secondly, get rid of that fear that 
you may be pressured into buying 
something you don’t need if you even 
allow an agent in the door. After all, 
insurance is a commodity to be pur- 
chased when it makes good personal 
or business sense. Intelligent analysis 
and persuasion are the function of the 
agent, but you make the decision—or, 
at least, you should. 

Having established these two prem- 
ises, you can then ask a series of ques- 
tions: 

Does your prospective agent indi- 
cate that he is intimately familiar 
with the tax laws affecting corpora- 
tions, corporate redemptions, personal 
estate taxes, capital gifts, charitable 
trusts and similar matters? 

Who Is He Working For? 

Does he demonstrate that he recog- 
nizes that his income comes from 
his clients rather than from any insur- 
ance company? Only then can he be 
relied upon for objective counsel and 
as a continuing source of ideas. 

Does he claim to know by the shape 
of your head what you need by way 
of an insurance program, or is he will- 
ing to collect information to see if a 
problem exists and how it can be 
solved? 

Does he base his sales pitch on old 
school ties and mutual friends or on 
an analysis of life insurance today and 
ways that it can be used to work out 
complex personal and business prob- 
lems? 

The point that I am trying to make 
here is that the life insurance field 
has become an involved and varied 
one, that it has been refined and has 
developed in the face of changing cir- 
cumstances along with other indus- 
tries. It is no longer merely a question 
of consulting a little black book with 
actuarial tables and whipping a 
standard, ready-made policy off the 
shelf and hoping it fits the situation. 

The wise executive will recognize 
this fact and abandon the attempt to 
handle his insurance and that of his 
company on a do-it-yourself basis. 
Some cocktail party conversation with 
a friend or a quick trip to the local 
savings bank life insurance depart- 
ment is no longer adequate. 

Good Agents Hard To Find 

I wish I could say that truly good 
agents are easy to find. Unfortunately, 
they are not; as I mentioned earlier, 
the field has not attracted creative, 
knowledgeable people who can diag- 
nose ‘accurately and prescribe intelli- 
gently. This may be largely the fault 
of the industry itself for failing to 
make anything out of the agent’s job 
but a routine sales and collection op- 
eration. 

Personally, I suppose, I should not 
object to this set of circumstances. It 
simply means that the competition is 
limited, and the good agents can find 
almost an unlimited field for their 
activities. But as a member of the 
profession I do regret that it has a bad 
name, and I do recognize the business 
man’s problem in locating an insur- 
ance counselor who can be taken into 
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his confidence, establish priorities for 
his consideration, keep him aware of 
pertinent tax law changes, and stay 
on top of his needs and those oi his 
company. But the relative paucity of 





such people should not discourage or 
dissuade the manager from searching 
them out and then utilizing his tech. 
nical ability and knowledge to the 
fullest extent possible. 


Why He Decided 


With this I came back to my start- 
ing point; why did I decide on the life 
of an insurance agent and why am I go 
pleased with my choice? Certainly the 
B-School alumnus who ventures onto 
this lonely road finds himself adrift. 
He is eyed with some suspicion by his 
fellow alumni, he belongs to no team, 
has no superiors or employes. He has 
none of the prestige that attaches it- 
self to the successful manager or en- 
trepreneur. Yet he has the freedom 
and the self-reliance of the lone oper- 
ator who depends for his success on 
himself alone; he has the opportunity 
for the creative development of solu- 
tions to problems; and he has a sense 
of accomplishment and achievement 
when his ideas make sense to some- 
one else as a useful approach to their 
particular predicament and as a way 
of solving their problems. 

It is this combination of freedom 
and variety that appeals to me; per- 
haps it might appeal to you, too, if you 
can surmount your prejudices about 
insurance men and take a really ob- 
jective look at the profession. 
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Continental Assur. 
Pyramid Club Rally 
To Be Largest Ever 





_ Clety’s 





The largest number of top producers 
in Continental Assurance’s history 
will gather for the company’s Pyramid 
Club meeting in the Conrad Hilton 
Hotel in Chicago August 27-29. The 
company this year is celebrating its 
50th anniversary. 

A group of 1,050 from 47 of the 50 
states, as well as a record number 
from Canada and Puerto Rico, will 
participate in the program keyed to 
the theme “50 Years of Protection and 
Progress.” They will take part in 
seminars or workshops dealing with 
specific sales and product problems, as 
well as in a tour of the home office 
building. 

The meeting will be attended by 
more than 250 first-time qualifiers, a 
new high. Also in attendance will be 
37 CLU’s, largest number ever. 

Among the home office officials who 
will address the gathering will be 
Chairman Roy Tuchbreiter; President 
Howard C. Reeder; David G. Scott, 1st 
vice-president and actuary; Robert B. 
Hamor, vice-president and director of 
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Biggest one-company building in 
the world: Workmen were still putting 
the finishing touches on Equitable So- 
42-story stainless steel and 
glass building on Sixth Avenue be- 
tween 51st and 52nd Streets this week 
while employes began moving from 
the old building, at 393 Seventh Ave- 
hue. The moving project is the largest 
Commercial move in history and will 
take a total of five weeks. 





agencies; Dr. Clifton L. Reeder, vice- 
president and medical director; Paul 
H. Rinker, vice-president group de- 
partment, and Peter Hondorp, vice- 
president retirement and special plans 
department. 

Joseph S. Gerber, Illinois director, 
will be a guest speaker. Also address- 
ing the meeting will be several home 
office staffers: Thomas McGeoghegan, 
director of individual health sales; 
Elmer Layden, Chicago branch; W. B. 
Roads, director of training, and 
Robert Cambier, manager of advanced 
underwriting. Other speakers will be 
Dwight G. Johnson, Philadelphia; Lynn 
Williams, Wichita; Carl Schlotman, 
Cincinnati; Richard Mazur, Grand 
Rapids, and Philip C. Belber, Newark. 

A highlight of the meeting will be 
“The Story of a Company,” a narra- 
tion and visual portrayal of Contin- 
ental’s growth through the years. The 
meeting will be climaxed by a golden 
anniversary banquet to be held Tues- 
day evening which will be joined by 
city and state officials, as well as home 
office personnel, to bring the total 
attendance to 1,200. 


San Antonio Health Assn. 


Hears Talk On Marketing 


San Antonio Assn. of Health Under- 
writers at the July meeting heard 
John H. Freese, superintendent of 
agencies Southwest region, Paul Re- 
vere Life, discuss trends in the health 
insurance business. He said trends are 
important in indicating things to come, 
and for the health underwriter it is es- 
sential to look ahead and act in accord 
with prospective conditions and de- 
mands of the business. 

Mr. Freese spoke of the marketing 
trends as obvious, noting that a few 
years ago the producer of $500,000 
worth of life insurance was considered 
outstanding, but the man who sells no 
more than this today is barely making 
a living. The insurance salesman can 
not depend on a drawerful of policy- 
holders, he said. 

The change in marketing has been 
brought about by cost of doing busi- 
ness, the value of time, the higher pro- 
duction demand for companies, and 
the importance of client building, the 
speaker said. It is also well to keep in 
mind that the buyers of insurance are 
better informed on insurance and its 
service, he added. This calls for sell- 
ing quality business and continuing 
contact with the buyers to convert 
them into clients, who will come to 
consider the agent who sells them in- 
surance and serves them as their per- 
sonal insurance man. 

Insurance should be sold so that it 
will not only provide death benefits 
but provide for a continuance of in- 
come when the buyer is disabled, and 
continuance of income for the family 
should also be a part of a well coordi- 
nated insurance program, said Mr. 
Freese. This calls for keeping in close 
touch with the buyer so that his 
changing needs may be provided for, 
he declared. He described as fuzzy 
thinking the selling of insurance which 
does not include a continuance of in- 
come for the individual and for the 
family. 

Turning to the business market, the 
speaker stated that selling business 
men and firms protection on disabili- 
ty is no more difficult than the selling 
to individuals, that it is a matter of se- 
curing recognition of the need on the 
part of the parties involved. He 
stressed the increased appreciation by 
the public of the sincere and compe- 
tent insurance man who renders a 
complete service. ! 


ILI Gives Midyear 


Report On Companies 
(CONTINUED FROM PAGE 1) 
located in every state, with 20 states 
having 20 or more companies. Texas 
continues to lead the state list, as it 
has for many years, with 280 compan- 
ies domiciled there; Louisiana ranks 
second with 118 companies, followed 
by Arizona, 116; Illinois, 70; Indiana, 
55; Pennsylvania, 51; South Carolina, 
50; Alabama, 43; Oklahoma, 43; and 

New York, 34. 

Currently, 355 U. S. cities have life 
company home offices, led by Dallas 
with 118. Houston ranks second, with 
56, followed by Phoenix, 49, Chicago, 
44, and Philadelphia, 39. 

Stock companies account for 1,301 
or 89% of the total, while 156 or 11% 
are mutual companies. On the. other 
hand, more than three-fifths or the 
major share of the total life insurance 
in force is with the mutual companies, 
this discrepancy being due to the fact 
that most of the younger companies 
are stock while a large percentage of 
the mutual companies go back many 
years. 

As of mid-year 1961, there were 21 
life companies in their second cen- 
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Enrollments Are Open For 
SMU Institute Courses 


Fall and winter classes of Southern 
Methodist Institute have been an- 
nounced and enrollments are available 
in the indoctrination and basic courses. 

Indoctrination class 89 is designed 
for the new agent. Subjects include 
the rate book, life insurance as “good 
property,” policies, packages, com- 
pleting the appointment, finding and 
fixing the problem and objections and 
closing. The course runs Sept. 4-8. 
Tuition is $50, including books. 

The basic classes deal with the phil- 
osophy, knowledge and skill required 
to market life insurance. Basic class 
57 runs Sept. 11-Oct. 6. Basic class 61, 
a broken schedule, runs Sept. 11-22, 
and resumes Nov. 20 to run through 
Dec. 1; Basic class 58, composed of life 
and casualty agents, runs Nov. 13-Dec. 
8. Tuition is $175. Books and supplies 
are approximately $45. 





tury of operation. An additional 89 
companies have passed the _half- 
century mark of operations. Compan- 
ies which have over $1 billion of life 
insurance in force numbered 76 at 
mid-year. 
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HteNATIONAL UNDERWRITER 


Editorial Comment 
Should NALU Nomination Mean Election? 


This year the National Assn. of Life 
Underwriters nominating committee 
has taken the highly unusual step of 
nominating only enough candidates to 
fill the vacancies occurring among the 
officers and on the board of trustees. 

The procedure appears to be a move 
to remove the basis for some of the 
criticisms that have been made against 
the way in which NALU chooses iis 
governing body. One of these criticisms 
is that when the nominating commit- 
tee brings in a slate with only one or 
two more candidates than there are 
trustee posts to be filled, the election 
becomes a sort of unpopularity con- 
test, with maybe only a single loser. 

The lone loser could hardly be 
blamed for feeling like an untoucn- 
able—and not the Elliott Ness variety, 
either. It is small consolation to him 
and his backers that often the loser is 
better equipped to serve NALU than 
some of those who made it. He may 
have been handicapped by an inept 
campaign strategy formulated by a 
willing but inexperienced and unag- 
gressive campaign committee. He may 
be from a section of the country or be 
affiliated with a company that has a 
particularly strong candidate—per- 
haps a man who has made a fine rec- 
ord on the board and is up for reelec- 
tion. Maybe our lonely loser lost be- 
cause of “deals” made by other candi- 
dates’ campaign managers—help us 
elect our boy this year and we’ll help 
get your boy elected next year. 

This problem of having a nominee 
list so short that there could be only 
one or two losers has plagued NALU 
for years. Many able men who were 
more than willing to serve NALU were 
not willing to run if they felt they 
either had to make a razzle-dazzle 
campaign or else virtually guarantee 
themselves a solo spot on the loser’s 
bench. 

On the other hand, to bring in a 
slate with, say, twice the number of 
nominees needed to fill the vacancies 
seems like a poor solution to the prob- 
lem. It would mean virtual abdication 
by the nominating committee. Even if 
the committee could find enough can- 
didates to fill so large a slate, the num- 


ber of candidates would be so great 
that campaigning would become more 
intensive than it is now, since not even 
the strongest candidates could feel any 
confidence about winning without the 
most strenuous possible efforts. 

There has been a good deal of crit- 
icism in recent years that even aside 
from the dislike of being a single loser 
or one of a pair, many excellently 
qualified NALU members simply co 
not want to engage in the “deals” and 
politicking that at present play so 
prominent a part in determining who 
gets elected. It has been said that the 
present system, while allegedly demo- 
cratic, really plays into the hands of 
small groups of skilled manipula- 
tors, with little chance for anything 
like an expression of the will of NALU 
members in general. 

Many who are dissatisfied with the 
present NALU system would like to 
see NALU adopt something along the 
lines followed by the Million Dollar 
Round Table, American Society of 
CLU and most of the company associ- 
ations. The general pattern is that the 
nominating committee picks nominees 
to fill the precise number of elective 
posts to be filled and in the absence of 
some extremely unusual situation the 
slate is elected routinely, as presented. 
In some organizations the possibility of 
nominations from the floor is fore- 
stalled by providing that nominations 
of any candidates not on the nomin- 
ating committee’s slate must be made 
by petition of a specified percentage of 
the membership and prior to a speci- 
fied date well in advance of the ann- 
ual meeting. 

It would appear that the NALU 
nominating committee this year, by 
offering just enough candidates to fill 
the vacancies, is heading in the direc- 
tion of uncontested elections and no 
more campaigns. At least that is what 
will happen at Denver next month if 
there are no floor nominations. At the 
same time, it seems unlikely that 
there will be no floor nominations. The 
very smallness of the trustee slate is a 
strong temptation to other candidates. 
In the absence of some very compell- 
ing considerations to the contrary, it 


would seem only natural for these 
other candidates’ backers to nominate 
them from the floor and make the 
strongest possible fight to get them 
elected. 

The only possible deterrent to this 
that we can see—at least at this point 
—would be an effective job of selling 
the concept that it would be better for 
NALU, in the long run, to select its 
officers and governing board by a 
method such that being chosen by the 
nominating committee would be tan- 
tamount to election. Such an effort 
would be directed, first, at getting 
candidates who were passed over by 
this year’s nominating committee to 
agree to refuse to be nominated from 
the floor, in the interest of making 
possible this new (for NALU) kind 
of selection procedure. The _ effort 
would also have to be directed to the 
membership at large and particularly 
to the members of the national coun- 
cil who will be voting for officers and 
trustees. For if the electors were con- 
vinced of the rightness of the proposed 
procedure, they could put it into effect 
by merely voting the straight nomin- 
ating committee ticket and ignoring 
any candidates nominated from the 
floor. It would be understood, of course 
that such action was being taken by 
the electors not on the basis of the 
floor nominees’ merit or lack of it but 
simply because of a preference for the 
proposed new method of electing of- 
ficers and trustees. 

The nominating committee chair- 
man, William H. Pryor, Connecticut 
Mutual Life, Wauwatosa, Wis., did not 
indicate in his statement accompany- 
ing the slate any plea to vote the 
straight ticket and avoid making nom- 
inations from the floor. The nearest ne 
came to it was his statement that “the 
committee’s duty has been to make a 
choice according to our understanding 
of the current needs of NALU and 
solely in the primary interests of the 
national association.”” Unless the com- 
mittee feels it has fallen down on its 
job—and it certainly has no reason 
to—its attitude can only be interpreted 
as one of conviction that its members 
have spent a lot of time in trying to 
determine which of the available 
members of NALU can be expected to 
serve the association best and that this 
is the slate that should be elected. 

Perhaps Mr. Pryor’s statement was 
as far as he thought the nominating 
committee could properly go in selling 
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the idea of electing the official siate jy 
its entirety as a means of not inere); 
getting the best qualified mei int) 
office but also taking a step in th 
direction of changing the nature of th 
NALU election process. 

Be that as it may, it is obvious th 
NALU electors this year will be doj 
something more than picking the leag 
ers of their choice. Except in the 
likely event that there are no f] 
nominees, the national council will 
indicating whether it likes the presey 
system or wants to move in the diree 
tion that some other life insurance or. 
ganizations have taken. Howeve 
since the complete slate might be vo. 
ted in just on the basis of the elector 
preference, entirely aside from any 
opinion on a change in the system, jt 
might be well to have the ballots cop. 
tain a question as to the voters’ pref. 
erence on wide-open elections vs mak. 
ing nomination tantamount to ele. 
tion. ; 

Meanwhile, it seems reasonable that 
this question should be aired a 
thoroughly as possible. There is not 
much time between now and the anp- 
ual convention but there is enough to 
elicit the ideas of members and others, 
Then at the meeting there will he 
time for the proponents and _ oppon- 
ents of the present system to sell their 
ideas to other electors. 

We have tried to avoid taking sides 
on this question. We have observed 
enough NALW elections to believe that 
the system is seriously in need of im- 
provement. But whether the picking 
of candidates in a way that makes 
nomination tantamount to election js 
the right way for NALU were not 
prepared to say. It seems to work ex- 
tremely well in some other organiza- 
tions that we know about. Members of 
the governing body are selected after 
being observed carefully and objec. 
tively as they exhibit a willingness to 
work for the organization and demon- 
strate ability at doing the work “down 
the line” that needs doing in every 
organization. 

Yet perhaps a system that works 
well in smaller associations is not 
workable in NALU or might stir up 
more problems than it would solve. 
Perhaps the best solution would be 
some adaptation that would do what 
needs to be done without creating too 
many new problems. However, these 
are questions that can best be an- 
swered by the presentation of various 
viewpoints before the time for the 
NALWU election arrives. THE NATIONAL 
UNDERWRITER will be glad to give space 
to the presentation of such ideas, if 
readers will send them to us.—R.B.M. 





Personals 


A. Maceo Walker, president Univer- 
sal Life of Memphis, has been 4p- 
pointed one of three directors of the 
Memphis Transit Authority. 


Leslie R. Shope, who retired last 
year as advertising and press relations 
manager of Equitable Society, has 
been elected president of Radio Fre 
Europe Fund. 


Horace W. Brower, president Octi- 
dental Life of California, has been t& 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Continental Insurance, on the Big Board, was a standout in the insurance 
stock market last week. This giant usually moves up or down fractions but last 
week it acted like an electronics issue. It was up better than 5 points for the 
week and closed at a new all-time high mark of 69. The upward surge in the 
general market caused buyers to smack their lips at this chance to buy the 
CI massive common stock portfolio at a big discount. 

This may serve to improve the market in some of the other fire-casualty 
stocks that are heavily committed to equities. Great American, with better 
than 60% of assets in common stocks, edged up after a decline due to the 
report of a hard six-months in underwriting. Home Insurance was up another 
point despite an unhappy six-months. Hanover was plus 214, Maryland Casualty 
1%, St. Paul and Springfield each 2, and U.S.F.&G. 1%. Agricultural was 2 
better. Fireman’s Fund, still digesting the 49,500 share offering at 6544, slumped 
to low bid of 6014. The offering of 53,500 shares of Federal at 74 still had not 
been absorbed by week-end. Lower were Aetna Fire, down 2, North America, 
3, (consolidating after fast runup), Pacific Indemnity 2% and Phoenix 6. 

Northwestern National of Milwaukee, with an exceptionally dynamic port- 
folio common stocks sold at 113, up 4. 


In the life list Monumental Life at 79 was 6 higher, Franklin Life was 3% 
better, Jefferson Standard plus 2, Lincoln National minus 3, Mass. Protective 
plus 2 and U.S. Life again forged ahead 214. 

College Life broke into the 100 range Federal Life & Casualty is a recent 
newcomer to the century group. Continental Assurance, recovering all of its 
recent selloff, was approaching the level of 200 following the recent stock 
dividend. Liberty Life, responding to news of a 20% stock dividend, was 2 
better, at 32 bid. Liberty National Life went up 8 to 88. Republic National Life 
continued on into new high ground; at 77 bid it was 4 points higher. United 
Insurance after a period of rest, got moving again and was up 1% points. Com- 
monwealth Life, at 50, was up 6. (On Monday it had gone to 54% bid.) South- 
land Life, at 144, was 4 higher. 

General America Corp has now reached the 200 level. 

Aetna Life and Travelers were draggy, each being off a point or so. 

Gulf Life had an overnight sinking spell on the announcement that plans for 
a merger with Life & Casualty had been dropped. The market declined nearly 
three points, before buying set in again, despite the fact that six month earn- 
ings were up. Life & Casualty stock was not affected, remaining in the 27 range. 

American National, after a period of hesitation at the 13 level, broke through 
on heavy buying and closed the week at 141% bid. On Monday the bid was 15. 
A one-point advance here is a substantial accomplishment since there are 
33 million shares and each point up adds $33 million to the total share valu- 
ation of the company. 

—lll— 


The specutacular runup in the market for United Services Life (to the 130 
range), calls attention to the fact that American Life of Alabama (executive 
offices Dallas) has a big stake here, owning 51,806 shares of United Services. 
At the market this is now a $7 million investment. American Life also has 
3,730 shares of Great American Life Underwriters, which at $1,900 per share, 
now represents a total of $7 million. 

Beneficial! Standard Life responded to much improved earnings for the six 
months and gained 34% points during the week, to 3714 bid. 

Federal Insurance Co. stock was still being offered on Monday and the 
price had been reduced to 7334 from 74 from a block of 53,500 shares. 

Bankers National Life continued its upward course to 54 bid, plus 5 for the 
week. Fidelity Bankers Life went up 1% points to 153. Kansas City Life 
added another 100 points to 2350. National Life & Accident regained its year’s 
high of 186. Security Life & Trust, at 71, was plus 2. United Services Life lost 


LIFE INSURANCE EDITION 





ministration work at Alberta. He re- 
turned to the Toronto home office in 
1933 as secretary of the production 
clubs. In 1938 he was appointed agency 
secretary and in 1951 assumed further 
agency responsibilities as agency ex- 
ecutive secretary. He became an 
agency superintendent of the company 
four years ago. 


elected a director of the Los Angeles 
area organization of United Service 
Organization. He continues as a direc- 
tor of USO’s national council. 


Charles G. Ashbrook, chairman 
North American Life of Chicago, has 
teturned to his home after several 
weeks of hospitalization following a 
spinal injury suffered in a fall at his 
place in Crystal Lake, Il. 


Deaths 


GEORGE RICHON, associate general 
agent of the McNiel agency of Nation- 
al Life of Vermont at Dallas, died. 


KENNETH T. MOORE, 56, agency 
Superintendent, administration, Manu- 
facturers Life, died suddenly at Tor- 
onto. Born in Nova Scotia, he joined 
Manufacturers Life in 1929 soon after 
Sraduation and spent three of his early 
years with the company in office ad- 


WILLIAM E. STARRETT, 86, re- 
tired general agent at Peoria of Guar- 
antee Mutual Life of Omaha, died. He 
retired two years ago after having 
been with the company for 60 years. 





KENNETH E. SMART, 55, who re- 
tired in July as an assistant counsel of 
Northwestern Mutual Life, died at his 
home in Milwaukee. Mr. Smart grad- 
uated from Yale University in 1927 
and from the University of Wisconsin 
law school in 1929. He became an at- 
torney in Northwestern Mutual’s law 
department in 1939, after 10 years of 
private practice in Milwaukee. He 
was appointed an assistant counsel in 
1947. 
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5 points of its recent meteoric rise and closed the week at 127 bid. 

Civil Service Employees Insurance Co. of San Francisco proposes a 2-1 stock 
split. They are presently offering 3,566 shares of treasury stock at $190 per 
share to add $677,540 to surplus. The aim is to come up with $5 million of 
policyholders surplus by December 31. The company has commenced operations 
in Colorado and is preparing to enter Florida. In all states except California 
and Oregon they are now writing insurance for persons other than public 
employees. 

The big play in All-American Life & Casualty, which took the stock quickly 
from about 15 to 22, caused excitement in other and even newer issues around 
Chicago. (All American is a well-developed and growing company.) Inland 
Life, which came out to the public in May at $4 and had gotten up to the 
7 level, advanced overnight to plus 10, then retreated a point. Illinois Mid- 
Continent Life got a whirl, going up from 7 to better than 11, then fading 
rapidly to 9. 

Electric Bond & Share increased its investment in Lincoln National Life 
from 5,000 to 22,600 shares. Delaware Fund invested in 30,000 shares of 
Commonwealth Life and eliminated its holdings of 25,000 shares of Maryland 
Casualty and 27,000 of American Insurance. They increased their Insurance 
Co. of North America from 5,300 to 10,000 shares. 

—Ill— 

Fidelity Fund eliminated its holding of 3,800 shares of Franklin Life. 
Fiduciary Mutual Investing Co. Inc. added 5,000 shares of Transamerica as 
a new investment and went up on Aetna Fire from 1,000 to 2,000 shares. 
Imperial Fund increased its investment in American Life Cornpanies Inc. 
from 12,500 to 25,000 shares and Security Life of Minnesota from 10,000 to 
20,000. Wall Street Investing Corp. as a new investment added 3,000 
shares of Glens Falls and 2,000 Loyal Protective. Value Line Special Situations 
Fund, Inc. increased its shares of United of Chicago from 5,120 to 7,500. 

Kentucky Central Life & Accident has filed an SEC registration statement 
covering 400,000 shares of non-voting stock to be priced somewhere between 
$13 and $17 per share. On Monday the market was 141% bid. Stifel, Nicolaus & 
Company, St. Louis, heads the underwriters. Of these shares 200,000 are for 
account of the company. The latter will replenish the $1,800,000 that was 
paid for the Skyland division of Guaranty Savings Life of Montgomery, Ala. 
Lexington Finance Company, of which Robert H. West is chairman, is the 
seller of 200,000 shares. 

G. D. Kincaid bought Kentucky Central in 1959, paying $105 for control 
stock. Then he subdivided the stock into one share of voting and 9 shares of 
non-voting for each old $10 par share. Mr. Kincaid, of record and beneficially, 
owns 62% of the voting stock. 

The underwriting commission would be somewhere between 97% cents to 
$1.2714 cents per shares. L. C. Whitaker Securities Corp. would receive a 
finder’s fee of 2% cents per share. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle Street, Chicago Aug. 22, 1961 
Bid Asked 





N. Y. Suit Brings Up 
Point Of Law On Sale 


Of Insurance Stock 


The July 29 issue of Business Week 
carries an article about a suit pending 



























‘matin Lite om * ‘as in New York that could cause many 
American General  ....ccscseceee 66 68 problems in the over-the-counter in- 
Beneficial Standard... 30% 32 surance stock market there. 

Business Men’s Assurance ........ 81 84 Hill, Darlington & Grimm, a mem- 
Cal.-Western States .......cccccceceee 89 92 

Commonwealth Life ...... 48 50 ber of the New York Stock Exchange, 
Connecticut General ...... 259 264 has been sued by three investors for 
pa ane FP eR leaat - pol st): $98,000, their purchase price for 5,400 
ar pte a 108 112 Shares of Colorado Credit Life at 10%. 
Gulf Life 33 34% The stock is now in the $2 range. 
Jefferson Standard UAT oe Aspe 68 70 New York insurance law prohibits 
pape ca ese ue o oe sales to the public of securities of any 
Life Of Virgimia 0.0... 101 =:105 insurer not licensed in that state unless 
Lincoln National Life ................. 141 144 there is special permission from the 
National L. & A. — 7 pr: insurance superintendent. The law has 
Ohio State Lite "Sa gqséeen in effect since 1940 but has not 
Old Line Life occ 75 Bid been enforced. Hundreds of companies 
Old Republic Life 0.0... 25 26% are not licensed in New York but their 
Southland Life... wt 158 Stock is traded there. If the suit is suc- 
Southwestern Life ssc 103 106 cessful it would pave the way for other 
Travelers 137 140 suits of the same kind by any New 
United, Ill. peng = York resident who lost money on the 
‘eeahiuanen National ccc 63. 66 Stock of an unlicensed insurer. 

Wisconsin National Life ............ 45 47 


Seaboard Life At $100 Million 
Seaboard Life has topped the $100 


American Bankers Life Se as t 
million mark of life in force in less 


7-Month Sales Up 23% 


American Bankers Life of Miami’s 
paid-for production for the first seven 
months was $16,102,000, up 23%. Or- 
dinary paid for in July was $2,298,000, 
up 27%. Insurance in force at the end 
of July was $467,568,000, a gain of 
$90,086,000 since the first of the year. 

Sixteen senior salesmen from eight 
agencies of Bankers Life of Iowa at- 
tended an advanced underwriting 
workshop at Cincinnati, Aug. 14-16. 
The workshop, one of a series conduc- 
ted for senior salesmen, covered con- 
cepts in the estate analysis and busi- 
ness insurance field. 


than six full years of operation. The 
June 30, 1961, total of $100,380,899 was 
28% higher than the total at the end 
of 1960 and almost 23 times the figure 
at the end of 1956, the company’s first 
full year of operation. The company 
entered the A&S business in 1959, 
premium income in that year being 
$68,000. By the end of 1960, this figure 
had increased to $888,539 and for the 
first half of 1961 was $762,079. The 
company plans to complete the pur- 
chase of Maine Indemnity within a 
month and negotiations for purchase 
of two additional insurance companies 
are under way, according to Samuel 
Kosman, president. 
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Rep. Curtis Assails Federal Charters 


(CONTINUED FROM PAGE 1) 

eral years ago, said that “one of the 
big problems we ran into was that 
the federal government has, over 
a period of years, left the states the 
whole area of regulation of life insur- 
ance companies, and I think it is to 3 
large degree true in many of our sav- 
ings institutions. 

“When we started to impose a tax, 
or mess around with our taxes, we 
found that whether we liked it or not 
we were interfering with or comment- 
ing on or affecting state regulation. 
We felt that possibly for that reason 
maybe we ought to leave to the states 
the taxation of life insurance compan- 
ies, which they do tax heavily anyway. 

“I was overruled on that but there 
was no observation by the commission 
on money and credit in its report of 
the weaving in—whether we like it 
or not—of the impact of fiscal policy, 
taxation policy or regulatory policy. 
That was not developed, or at least 
I could not find the thread of it in 
there at all. Was that the subject of 
much discussion—of how taxes get in, 


willy-nilly, into the field of regula- 
tion, because of the complexities?” 

“I think we have to discuss that 
only by implication—which is danger- 
ous,’ Mr. Miller replied. “The ap- 
proach that the commission took to 
life insurance companies is to be found 
in the implication of its reeommenda- 
tion for making federal chartering 
available.” 


Gives His Reasons 


“That is why I commented on it, 
because I noted that you had made 
them,” said Mr. Curtis. “It is very in- 
teresting. We have always felt that 
state regulation has been perfectly 
adequate, but is it for monetary rea- 
sons that you would suggest that the 
federal government do this—the part 
it plays in the aggregate—is that the 
reason you are suggesting?” 

“I think it is for purposes of main- 
taining consistent standards of high 
quality—that is by and large,” Mr. 
Miller replied. 

“Why does not the market place, 
provided in a sense by the states them- 
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lilinois. 


ACTUARY 


25 year old company located in the Upper Midwest wishes to establish actuarial department 
within next few months. This is an opportunity for a man experienced in Life and Accident and 
Health Insurance to assume responsible position with a sound company. Please send resume, 
including background, experience and initial salary requirement in the first letter. All replies 
treated in confidence. Write A-55, National Underwriter Co., 175 W. Jackson Bivd., Chicago 4, 








MANAGER OF TRAINING 


Large eastern mutual company has an 
opening for manager of training. Successful 
background in ordinary sales, plus super- 
vision or home office work essential. 
Starting salary commensurate with experi- 
ence. Our own staff knows about this ad- 
vertisement and replies will be held in 
strict confidence. Write, enclosing com- 
plete resume, to NY-68, National Under- 
writer Company, 17 John St., New York 
38, New York. 





HOME OFFICE 
GROUP UNDERWRITER 


Unusual opportunity for experienced Life 
and Health Underwriter. Must be able to 
express ideas clearly, especially in writing. 
Newly organized Life subsidiary of large 
Mutual Fire & Casualty group located in 
upper mid-west. Well balanced employee 
benefits program. Send resume in confi- 
dence to: A-5!, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 











OPPORTUNITY FOR 
SALES TRAINING EXPERT 


Mid-Western fast growing Life division of 
large national A&S company wants experi- 
enced Sales Training Supervisor. Field and 
Home Office background essential. Must 
know life insurance thoroughly. Starting sal- 
ary low five figures plus fringe benefits. 
Send resume, including present salary to 
A-58, National Underwriter Co., 175 Ww. 
Jackson Blvd., Chicago 4, illinois. ’ 


ACTUARIAL ASSISTANT—CONSULTING 
Expanding midwestern firm of Consulting Ac- 
tuaries offers excellent opportunity for man age 
27-35 with home office experience and some 
Society exams passed. Work includes responsi- 
bility for actuarial phases of individual life 
and for life panies. Our pioy 
know of this ad. Write A-35, National Under- 
writer Co., 175 W. Jackson Bivd., Chicago 4, III. 











WANTED: GENERAL AGENCY 


Determined and persuasive young Life executive 
with proven record of success in management 
and personal production seeks challenging ca- 
reer as a General Agent in Washington, D. C. 
Contact A-43, National Underwriter Co., 175 W. 
Jackson Blyd., Chicago 4, Illinois. 











SALES PROMOTION and 
ADMINISTRATIVE EXECUTIVE 


seeks position with future. Experience includes 

or izi i both life and casualty, de- 

veloping policies, training staff, recruiting and 

inspiri @ field force. Age 43 with enthusiasm 

to be an asset to any firm or group. 

te A-47, National Underwriter Co., ; 
Jackson Blvd., Chicago 4, Illinois. 





SALES MANAGEMENT 
Highly effective Life and/or A&H. Sales director, 
proven attainment nationally, available IMMEDI- 
ATELY regional or multi-state operation. Location- 
compensation open. Write or wire A-52, National 
Underwriter Co., 175 W. Jackson Bivd., Chicago 
4, Illinois. 








GENERAL AGENCY SUPERVISOR 


General agent for large life, A&S and group 
company wishes to hire supervisor to primarily 
do recruiting and training. Opportunity leads to 
own oper in two or three years. Give experi- 
ence, background and details. Write A-53, Na- 
tional Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








EXPERIENCED MUTUAL FUND-LIFE 
INSURANCE SALES DIRECTOR 


$15,000 per year plus fringe benefits for the man 
selected to head new department pac! estab- 
lished mutual funds and ordinary life. Must be 
experienced in recruiting, training and leading 
men. Will cover Southwest from Home Office in 
Phoenix. Send’ comp resume plus photo to 
A-56, National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Illinois. 











selves by having different sets of reg- 
ulations, afford the flexibility?” asked 
Mr. Curtis. 

“They afford some flexibility,” said 
Mr. Miller. “But they also afford some 
quality differences. By and large, the 
state of New York sets the standards 
for the whole country.” 

“They do,” Rep. Curtis agreed. “But 
it is done more by setting a good ex- 
ample. In fact, that is the only way it 
does it, and I think that is pretty good.” 

“I believe our recommendation says 
that this is not a matter of compul- 
sion,” Mr. Miller observed. “It is a 
matter of making it available. 

“But you see, if we did it at the 
federal level it would not be long be- 
fore we were really setting federal 
standards. We have got that problem 
across the board in almost everything 
we touch—at the federal level. If we 
do it, there is a tendency to then get 
into the thing, and that is a perfectly 
good theory of government. I happen 
to disagree with it becuase I do not 
think it works. But that theory could 
be advanced. 

“But I suggest that I would not 
want to do it for monetary policy 
reasons. I feel that the area of govern- 
ment regulation is a legitimate area 
for government to set policy—but do- 
ing it openly, directly, above-board, 
discussing the pros and cons of the 
policy. One reason I do not like to use 
monetary policy or the tax end of fis- 
cal policy to effect economic results is 
that we have got the tools to do that 
directly. I have a feeling that your 
suggestion to have federal regulation 
of life insurance companies comes un- 
der your ideas of helping monetary 
policy. 

Willing To Discuss 


“I would be willing to discuss 
whether they should or should not, on 
the basis of regulations, whether we 
are doing a good job in regulating, but 
then we have to get into what the 
states are doing and why a federal 
system would be better. 

“I believe that basically it relates to 
our desire to increase competition and 
service at a high standard,” said Mr. 
Miller. 

“The high standard is the thing,” 
Mr. Curtis rejoined. “But who sets 
the standards? I have seen codes of 
ethics used to stifle competition, all in 
beautiful sounding phrases, and I al- 
ways like to look to see whether they 
are really high standards or whether 
their purpose is something else, be- 
cause the market-place, in my judg- 
ment, if it is a free market-place, a 
real competitive market-place, is reg- 
ulated in the sense that it preserves 
competition. That brings about high 
standards, in my judgment, the highest 
standard we can get.” 


NW Mutual Offers Employes 


Special ‘Life Insurance’ 

Employes at the Northwestern Mu- 
tual home office in Milwaukee are 
doubling up on their insurance, but 
there are no worries about twisting 
and replacement, for the new insur- 
ance is provided by auto seat belts. 

The company’s sportsmen’s club ar- 
ranged to provide for the purchase and 
installation, at cost, of seat belts for 
any employe who wants them. They 
were made available until August 15 
at a cost of $5.95 for purchase and 
$1.50 for installation. 

As of August 10, 124 Northwestern 
Mutual employes had paid their $7.45 
lump-sum “premium” and were re- 
ceiving maximum protection from the 
company’s newest form of life insur- 
ance. 
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NIA’s 41st Annual 
Convention Slated 
For Washington. D. C. 


(CONTINUED FROM PAGE 4) 
Responsibilities of General Manage 
ment.” 

Clarence O. Hollis, Pilgrim Heal: 
& Life of Augusta, will deliver the 
keynote address for the agency 
tion: “The Agency’s Role in Today, 
Economy.” Also speaking at this ses. 
sion are R. G. Robinson, North Caro. 
lina Mutual, “Developing Growth jy 
an Established District”; Thad B. Gail. 
lard, Great Lakes Mutual, “Opening , 
New District,” and J. B. Williams 
Richmond Beneficial, “The Agency] 
Director’s Role.” 

Another panel, “Population Trend 
and Marketing Possibilities,” will jp. 
clude H. Naylor Fitzhugh, associate 
professor of marketing Howard Uni. 
versity; James Bird, assistant manag. 
ing director NALU; David E. Longley, 
Virginia Mutual Benefit Life, and Viy. 
ian Henderson, professor of econom- 
ics Fisk University. 

L. C. Blount, president Great Lake; 
Mutual, will deliver the keynote ad- 
dress for the technician section, “Bet- 
ter Economic Service Through Youth 
Education and Training.” 

Programed to speak at the medical 
section sessions are William D. Winter, 
senior underwriter Lincoln National; 
Ferald D. Mauk, assistant medical di- 
rector Republic National Life, and L, 
H. Boyce, vice-president-assistant sec- 
retary Universal Life of Memphis. 

Mr. Robert Weaver will deliver the 
fellowship luncheon’ address; Mr. 
Schriver will speak at the awards 
luncheon, and Mr. Price will address 
the annual president’s banquet. 

The final morning’s activity will be 
highlighted by the swan song of Mur. 
ray J. Marvin, NIA’s executive direc- 
tor. The able Mr. Marvin, and his wife, 
Delores, conceived the idea of a na- 
tional office for NIA 10 years ago and 
they have, since that time, organized 
the association’s annual conventions, 
edited its quarterly publication, the 
Pilot, directed its annual insurance 
week, and generally have made then- 
selves invaluable in a million different 
ways. Mr. Marvin and his wife are 
joining the staff of North Carolina 
Mutual following the convention. Their 
successor, or some sort of arrangement 
therefore, is expected to be named at 
the Washington meeting. 












Sentry Life Makes Change 


In Marketing Organization 

Sentry Life has adopted a functional 
marketing organization paralleling that 
of its parent organization, Hardware 
Mutuals, which has separate marketing 
staffs for commercial and_ personal 
lines of property and casualty cover. 
Andy Popa Jr., formerly individual life 
sales manager, has been named pel- 
sonal marketing manager; D. K. Kauf, 
Sentry Life group manager, becomes 
group marketing manager, and P. J. 
Clifford, a 14-year veteran with Hard- 
ware Mutual Casualty, has _ been 
named operations manager of the new 
Sentry setup. 


Indianapolis Life Has 14% Gain 
Indianapolis Life during July re 
corded a 14% gain in sales over the 
same month of the previous yea. 
Sales for the first seven months wert 
12.8% ahead of the comparable perio 
of last year and were at an all-time 
high. Top salesman for the month 
July was Joseph Rowekamp of Jaspét, 
Ind., and the leading agency wa 
Kaufman of Shelbyville, Ind. 
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T Is AN OBVIOUS FACT — but one so obvious that we are prone 
to overlook it — that our prospect is interested in the benefits 
our product can give him, and not in our product itself. 

This is a truth we may easily fail to recognize, but it is no 
less important on that account. 

We may assume that a hungry prospect wants a smoking-hot, 
medium-rare sirloin because he wants a steak, but we shall be 
wrong if we do, because what he really wants is the satisfaction of 
his hunger, with the particular pleasure to his senses of taste and 
smell which the steak affords. 

We may assume that the lady wants a new hat, but we shall 
be wrong if we do, for what she really wants and is willing to pay 
for is the admiring glances of men, the appreciative or envious 
glances of other women, and the confidence within herself which 
these things engender. . 

Indeed, men always buy the benefit, never the commodity. 
And the man who would achieve mastery of the sales process, and 
skill in accentuating wants until they create their own irresistible 
pressures, must learn to sell the benefit, not the commodity, and 
must learn to identify the benefit intimately with his prospect in 
his own mind. 

Let us examine, as an extreme instance, a man’s purchase of 
a home. This is for most men the largest purchase of a lifetime. 
It is assuredly the purchase of a “tangible,” arid it might seem at 
first blush that this is the exception to prove the rule, and that 
here it is truly the commodity itself which a man buys, not the 
benefit. 

But consider. Even though this is the purchase of property 
in its most tangible form (so much so that the law speaks of it as 
real estate or real property!) it, too, is purchased for the benefits 
it offers, rather than for its own sake. It is bought, of course, 
because it affords shelter; because it offers a base of operations, a 
place for its owner to hang his hat, eat his meals, and sleep his 
night’s sleep. But if these were all he wanted, these things he could 
acquire by renting, or these he could buy for a much smaller 
outlay than he is contemplating. 

What he also seeks, indeed what he really wants for his 
dollars, and what he is about to buy at very considerable cost, are 
such benefits as the sense of security and peace of mind which go 
with ownership rather than tenancy, the personal satisfaction and 
family prestige which derive from the neighborhood and the home 
in which he and his family live, the social and school advantages 
the home can offer his children, the physical comfort and pride 
of possession which it offers to him ... and most of all, the touch 
of immortality which he senses in the confidence that his children 
will carry with them happy memories of their childhood home 

when they are parents and he is a grandparent, and long thereafter 
when they are grandparents and he is gone. 

It would seem then that even the biggest and most tangible 
purchase of a lifetime is made in quest of benefit rather than for 
the product or commodity itself. 

* * * 

AN” AT THE OTHER EXTREME of the price range, we know if 

we but stop to consider for a moment that a man who buys a 
98-cent package of razor blades doesn’t want blades: He wants a 
quick, clean shave, he wants freedom from nicks and cuts and 
scratches, he wants freedom from “five-o’clock shadow,” he wants 
the social approval which all these things beget. 

The man who buys a well-tailored suit for considerably more 
than he would pay for a low-cost, mass-production item, which 
might be entirely adequate notwithstanding its shortcomings, may 
consider that he paid $135 for a suit. But, more accurately, he 
paid the first $35 for a commodity —a suit — and spent the next 
hundred dollars for social approval, for personal satisfaction, for 
the enhancement of his business success, for the admiration of 
those around him. 


con General Life Insurance Cx 


Houston. Texas 


An advertisement of the life companies 
of the American General Group, 
presented regularly in this space for the inspiration 
and enlightenment of life underwriters everywhere. 


SELL THE BENEFIT - 
NOT THE COMMODITY 


The buver of a rail or plane ticket most certainly does not 
buy the commodity, for it is quite literally nothing but a strip of 
paper! He buys the benefits to which it gives him title: swift, sure, 
comfortable transportation, the pleasure of the trip, his physical 
presence at some distant spot where business or vacation calls. 

The buyer of a nine-foot shelf of books does not particularly 
want the books themselves, even though he may feel that one of 
the benefits he may derive will be the prestige which may follow 
their appearance upon his shelves. He seeks, rather, cultural bene- 
fits to himself and his family, the social and business benefits which 
may follow upon his further intellectual development, and the 
pleasant and relaxed hours of reading to which he looks forward 
... rather than the books themselves. 

The man who spends several thousand dollars for central 
air-conditioning in his home, or several hundred dollars for a 
single window unit, has no interest in the commodity as such. 
Indeed, he resents its intrusion upon the limited space in his base- 
ment or garage, or its interference with the symmetrical appear- 
ance of his home! But he is willing to pay heavily for cool, clean, 
filtered air, and its contributions to quiet, calm, and peaceful home 
life; for deep and restful sleep on hot summer nights; and for the 
luxury of creating his own private personal climate by touching 
a dial in his downstairs hall. 


* * * 


O THE LIFE UNDERWRITER, this means (in sharp distinction 

from a mere discussion of the policy) first uncovering the need, 
then describing and dramatizing the benefits which life insurance 
offers both to the owner himself and to his family. It means paint- 
ing word pictures of life insurance in’ action. It means the constant 
use of the two words which are the salesman’s two best friends 
in forcing himself to discuss benefits instead of commodities — the 
words “for example.” 

It means emphasis upon guaranteed borrowing power as a 
direct and positive benefit to the insured himself, available in the 
immediate future rather than in the long years to come. It means 
emphasis upon freedom from investment cares and worries. It 
means emphasis upon the proposition that the man whose life 
insurance program is adequate is the happy possessor of a lifetime 
financial program which assures him that he has made adequate 
provision for tomorrow and entitles him, therefore, to spend all 
the rest of his income for the needs and luxuries of today. 

And, perhaps above all else, it means emphasis upon the 
peace of mind which is the most direct and immediate benefit the 
life underwriter has for sale. 


* * 3% 


L" US CONCLUDE this consideration of benefit versus commodity 
by turning for a moment to the hardware business for an 
illustration which should stand forever in our memory. 

Let us reflect’ upon the fact that every year in America a 
million or more quarter-inch drills are purchased by a million 
or more men... 

... mo one of whom wants a quarter-inch drill! 

No, no man who buys a quarter-inch drill wants a quarter- 
inch drill. He wants a quarter-inch hole in a piece of. wood or in a 
piece of metal... 


Best wishes, 


Hawaiian Life Insurance Company, Ltd 


Hor », Howan 


Insurance in Force August 1, 1967... .. . $1,885,000,000 


27 



























































MERITED... 
and HONORED 


The CLU emblem is a familiar sight in Penn 
Mutual offices everywhere. We take justi- 
fiable pride in this fact, because the initials 





““CLU” designate those underwriters whose 
expert knowledge, proven ability and dedica- 
tion have earned for them this highest 
professional recognition. We commend Penn 
Mutual’s many CLU members for their 


Back of Your Independence Stands initiative and foresight. 
The PENN MUTUAL 





THE PENN MUTUAL LiFe INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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